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NEW YORK, June 17.—The Amer- 
ae fcan people purchased more life insur- 
fe, Toros ence in the first five months of this 
» W. G vear than during any previous corre- | 
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mmittee, ust forwarded by the Association of 
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publication. 
Such is the record of 45 member com- 
panies having in force 81 percent of the 
total life insurance of all United States 
legal-reserve companies. The new paid- 
for business, exclusive of revivals, in- 
creases and dividend additions, of these 
45 companies amounted to $4,324,798,000 
during the first five months of this year 
as against $3,774,831,000 during the same 
period of last year. Thus there is shown 
again of $549,967,000 or 14.6 percent for 
the period. 

May Was Biggest Month 


| A substantial increase over 1924 for 


ime cach of the first five months, as well as 
ime ior the period, is revealed. The in- 
ume creases amounted to $62,573,000 or 9.1 

percent in January; $109,412,000 or 16.5 

percent in February, $75,850,000 or 8.4 per- 
Weecent in March; $131,284,000 or 16.8 
Hae percent in April and $170,848,000 or 


21,1 percent in May. The month of May 
reached the enormous total of $979,803,- 
Hime 900 which has been exceeded only in 

December of 1923 and 1924. 

The new paid-for business written 
during the first five months of 1924 and 
1925, well as increases in 1925 over 
1924, are shown in the following table: 


as 


| rotal New Paid-for 











Inc 
Over 
. 1924 
ime Sonth 1924 1925 % 
Hi van $ 691,341,125 $ 753,914,004 9.1 
Hime Feb 663,736,179 773,148,154 16.5 
| Mar 827,023,745 902,874,001 8.4 
Hime ADT. ... 783,775,310  915,059.259 16.8 
ime ay 808,954,836 979,802,630 21.1 
| $3,774,831,195 $4,324,798,047 14.6 
} All Records Passed 
The total for May, as to each class 
ot msurance, exceeded all records for 


that month; likewise, all records for the 
Mist five months of the year were sur- 
passed. During May, ordinary amounted 
to $722,962,000, an increase of $122,638,- 
00 or 20.4 percent over 1924; industrial 
amounted to $217,735,000, an increase of 
$44,106,000 or 25.4 percent; and group 
i amounted to $39,106,000, an increase of 
4,104,000 or 11.7 percent. During the 
(CONTINUED ON PAGE 12) 
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IS HEAVILY INSURED 
SEEKS LARGE BUSINESS LINE 


Noted Film Executive Is Enthusiastic 
Advocate of Protection for Personal 
and Economic Reasons 


NEW YORK, June 17.—First con- 
vinced of the manifold advantages of liie 
insurance protection back in 1900, when 
upon attaining his 21st birthday he ap- 
plied for and received a $3,000 policy, 
William Fox, president of the Fox Film 
Company of this city, has had his faith 
in the institution of life insurance 
deepened with the years, and as tangible 
evidence oi that faith now ranks as one 
of the most heavily insured men in the 
United States. From time to time he 
has taken out additional coverage, and 
now carries $2,750,000; $1,500,000 being 
payable to his estate and the remaining 
$1,250,000 to the Fox Film Company 
Nor is that all, for he now seeks another 
$3,750,000, with the corporation of which 
he is the head as beneficiary, and assum- 
ing that increased protection be granted, 


(which is reported to be highly prob- 
able) Mr. Fox will carry no less than 
$6,500,600 upon his life. 
Huff Is Adviser 
During the past 25 years, or ever 


since he became interested in the general 
subject of life insurance, Mr. Fox has 
had as his life insurance counselor 
Perez F. Huff, general agent at this 
city for the Travelers, and long a rec- 
ognized leader in life underwriting cir- 
cles. In a letter to Mr. Huff, Mr. Fox 
pays high tribute to the disinterested ad 
vice given him by the former, saying 
that every proposition submitted was 
for the purpose of affording the most 
complete protection of the assured, and 
without regard to the commission that 
would accrue to the general avent. While 
some of the life policies carried by Mr. 
Fox for the benefit of his estate 
upon the limited payment plan, the en- 


are 


tire indemnity taken out for the Fox 
Film Company was written and _ will 
continue to be written under ordinary 


life contracts. 


Boosts it to His Friends 


So impressed is Mr. Fox with the in 
stitution of life insurance that he has 
not onlv insured his own life and that 


of all members of his immediate family 
for substantial sums, but he never loses 
an opportunity of advising his friends 
to follow his example to the full extent 
their power. Through the help 
Fox, Mr. Huff has written several 
million dollars of business, placing it 
partly with the Travelers and again 
with other standard companies. Through 
an intensive study of the home market 
Mr. Huff asserts his ability to get $9,- 
000,000 insurance upon life of Mr. Fox 
should the latter desire such a sum; con- 
tending the physical and moral stand- 
ing of the man is such that companies 
would assume his risk to that total sum. 


ot ol 


Mr. 


Has Second Largest Line 


One of the foremost film producers in 


the world Mr. Fox is essentially the ar- | 


chitect of his own good fortune, and 
while ranking as one of the wealthy men 
of the land still preserves the demo- 


| cratic ideas and habits that gained for 





|WON’T WRITE ANNUITIES 


FOUND TO BE UNPROFITABLE 


Union Central Life Discontinues Line 
Because of Small Demand and 


Adverse Selection 


CINCINNATI, O., June 17.—The 
Union Central Life has discontinued 
writing annuities. The demand for 


them is so small and in every case there 


has been such a pronounced selection 
against the company that it was felt 
best to withdraw this form 


The practice of purchasing annuities 
in the United States is not very exten- 
sive. Wherever annuities are bought 
they are for the purchaser himself. The 


man of 40 will not consider annuities 
because the rate of interest is small as 
compared to what he can get in a per 


manent investment. That is, where the 
yield under a joint life or a straight an- 
nuity runs about 5 percent, and the prin- 
cipal is exhausted at the death of the 
recipients of the annuity, the capitalist 
can invest in high grade bonds which 
yield almost much interest but con- 
serve the principal. On the interest 
rates at the older ages, annuities are 
attractive but it is very rare indeed that 
there not someone in the family to 
whom the principal is to be left. 


as 


1s 


Frequently Used Abroad 


other foreign coun 
common practice for 
a man to purchase an annuity for a 
faithful servant or some person’ other 
than himself. This creates a large num 
ber of possible purchasers for and re 
cipients of annuities. This form of re 
ward has not been favorably received in 
this country. 

Practically the only people who buy 
annuities at present are those who at 
tain the age of 60 to 70 years and who 
are in such an excellent state of health 
that they are practically of a 
ripe old age. In this case, it is obvious 
that they will secure the long end of the 
bargain 


In England and 
tries, it Is a very 


assured 


Few Propositions Accepted 

An item of expense the insurance 
companies that would not be thought of 
at first glance in this matter is that en 
tailed in answering inquiries A great 
niany people do ask about annuity rates 
both on straight annuities and on joint 
survivorship plans, and the actuarial de 
partment is called upon to submit rates. 
When the facts are laid before the pos 
sible purchaser, however, the latter usu 
ally drops the matter then and there 
The proportion of accepted propositions 
to those made is entirely too small to 
offset the time taken in getting up the 
calculations 


to 


good will of his fellows at the 
successful busi 


him the 
outset of his remarkably 
ness Career. 

His new insurance will bring him up 
to the second largest insured person in 


the world. Rodman Wanamaker, the 
|merchant prince of Philadelphia and 
New York, carries $7,500,000. Pierre S. 


Dupont, the powder magnate of Dela 
| ware, carries $4,000,000 and Adolph Zu- 
| kor of the moving picture world carries 
| $3,700,000. 
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ACTUARIES DISCUSSED 
NON-MEDICAL BUSINESS 





Was Topic for One Entire Session 
of American Institute 
Meeting 


URGE MANY PRECAUTIONS 


Several Warn of Danger in Competitive 
Development — Generally See 
Bright Future if Guarded 


Che chief subject of the informal dis- 
at the the 
American Institute of Actuaries in Chi- 


cussion annual meeting of 
cago last week was that of non-medical 
life insurance, probably the most mooted 
now before home of 

the the 


perience of the Canadian companies was 


question company 


fices. During discussion ex 


freely analyzed by representatives ot 


those companies and the opinions of the 


\merican home offices were freely aired 


by both those who are now writing 
non-medical and those who are still 
firmly opposed to the plan. A number 
ot cautions were urged, the chief of 


which was the holding down of compe 


tition. Several of the speakers urged 
that competition be entirely eliminated 
trom the development of nonmedical 
business, as it might very well lead to 
disaster if given .free rein 
Canadian Experience Given 

Che discussion on non-medical was 

opened by John G. Parker, actuary of 


the Imperial Life of Toronto, who sum- 
marized the underwriting phases of non- 
medical. business as seen after several 
vears operation in Canada. Mr. 
Parker said that in the first place com- 
panies entering this field should placc 
all the business on one basis \gents 
should not be given the privilege of se 
lecting which class of business to write. 


ot 


within the limits acceptable That is, if 
an agent is allowed the privilege of 
writing non-medical business up to 
$2,500, all business below that amount 
should be placed on the non-medical 
plan, without an option of reverting to 
the medical plan. Mr. Parker said, how 
ever, that it has been found advisable 
to give the agent authority under cer 


ain conditions to have a risk examined 
without referring to the home office, a 
the details of securing official approval 
from the home office would result in un 
delay. If the non-medical 
questionnaire brought out certain facts 
that would indicate on the face that risk 
substandard or at least question 
able, the agent should have authority to 


necessary 


was 


call for an examination Mr. Parker 
commented on the reaction of the 
agency force to the proposal of non 
medical business He said that in the 


case of his company the plan had been 
put into effect in all the field with the 
exception of Montreal and that excep- 
tion had been made because the agents 
in Montreal had not wanted it, 

J. F. Little, associate actuary of the 
Prudential, in discussing the question 
suggested that the writing of this busi- 
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ness in the United States should be 
closely watched, as conditions are 
widely different from those in Canada, 
where the plan has proven successful. 
He said that the companies have little 
protection in the United States against 
misstatement on the part of the appli- 
cant and the agent. Mr. Little expressed 
the opinion that it was not necessary to 
separate throughout the departments of 
the company non-medical from the reg- 
ular business, because of the additional 
cost. Separate departments should not 
be set up, as in the case of ordinary and 
industrial insurance. He further ex- 
pressed the opinion that if the extra 
mortality resulting from the non-medical 
method of selection was not fully com- 
pensated for by the savings in medical 
fees, the business should be discon- 
tinued. 


Objections Summed Up 


The major objection to the adoption 
of the non-medical plan was summed up 
by Elder A. Porter, actuary of the In- 
dianapolis Life. Mr. Porter said that 
his company had found through a ques- 
tionnaire that the most trustworthy and 
the best agents do not want the plan. 
They do not want the responsibility nec- 
essary under this plan. In addition, he 
said, there are a number of objections, 
mainly to do with the agency force. In 
the first place the agents feel that the 
limit of non-medical business may in- 
cline them to write $2,500 and smaller 
policies, while otherwise they might 
have written $5,000. Also, under the 
plan the agents cannot order “extras” 
to be delivered with the policy applied 
for, without calling for a medical exami- 
nation. Mr. Porter said that the life in- 
surance agent is not selling life insur- 
ance, but inducing the prospect to take 
out life insurance at once and that one 
of the big tools in closing the sale is 
the possibility of becoming uninsurable. 
The non-medical proposition greatly 
weakens this factor. Another phase 
suggested by Mr. Porter was the possi- 
bility of unloading bad risks on a com- 
pany through agents of other compa- 
nies, who would place their desirable 
risks with their own company, but re- 
fer their undesirable risks to the agents 
of non-medical companies. 


Strong Case for Non-Medical 


A strong case for non-medical life in- 
surance was presented by J. R. Larus, 
associate actuary of the Phoenix Mu- 
tual Life. Mr. Larus said that the 
agents of the Phoenix are overwhelm- 
ingly in favor of the plan. He believes 
the reaction of the agency force towards 
this question is largely a result of the 
way in which it is put to them by the 
home office. He said that when the 
Phoenix Mutual presented the plan, the 
home office itself was sold on it and 
thus the response of the agency force 
was nearly 100 percent. Mr. Larus 
agreed that the two negative reactions 
of the agency force, that of reduction in 
policy limits and that of inability to 
place additional insurance, are possibly 
factors. Also the disfavor of medical 
examiners may be created in some 
places. He said, however, that this fear 
is more apparent than real. 


Points to Differences 


Mr. Larus pointed out, however, that 
the experience of the Phoenix Mutual 
might be somewhat different than many 
other companies inasmuch as the com- 
pany has no part-timers, accepts no bro- 
kerage business and will not take busi- 
ness from agents of other companies. 
He said his company’s business had 
been unusually favorable. Only 4 per- 
cent of all non-medical applications had 
been rechecked for examination. Only 
three out of 3,000 risks are now known 
to be uninsurable, two of these being 
unknown to the prospect and the agent 
at the time of writing and the other 
doubtful. In regard to segregation of 
the business in the home office, Mr. 
Larus said that it was not best. He said 
the business should be watched carefully 
for two or three years, and that time 
should show very definitely whether 
there is a selection against the com- 
pany. Should it develop that the mor- 





tality loss exceeds the savings in medi- 
cal fees, Mr. Larus believes the plan 
should be dropped. 


Warns of Competition 


Particular emphasis was placed by 
Mr. Larus on the question of competi- 
tion. He extended a strong word of 


caution, saying that if non-medical busi-. [ 


ness gets under the wheel of competition 
as to limits, amounts, restrictions and 
such, the business is bound for unchart- 
ed seas and dangerous shoals. He be- 
lieves that if it is developed soundly and 
conservatively, it has a great future. 

F. R. Jordan of the Franklin Life told 
of the excellent experience of that com- 
pany on non-medical business since 
adopting it the first of the year. He said 
the company has examined only 6 per- 
cent of the applicants. He said he could 
not understand the statement from one 
company that it had examined 50 per- 
cent of the applications. Mr. Jordan 
said that the Franklin Life is now sav- 
ing 50 percent in medical fees. He ex- 
pressed his opinion that the agent of 
his company would not willingly return 
to the old order of doing business. 


Gives Southern Experience 


The experience of one of the south- 
ern companies was given by J. C. Cam- 
eron, vice-president and actuary of the 
Great Southern Life of Texas. Mr. 
Cameron said that his company had de- 
cided to enter the non-medical field be- 
fore discussing a matter with its agents 
and believes that the enthusiastic accept- 
ance of the new plan was due to the 
manner in which the company presented 
the subject to them. His company ac- 
cepts applications from both men and 
women between the ages of 14 and 45 
and grants both double indemnity and 
total disability benefits to such appli- 
cants. He showed the rapidity with 
which the plan is being adopted by cit- 
ing the experience of Oklahoma. The 
first month after the plan was adopted 
in Oklahoma over one-third of the busi- 
ness was on the non-medical plan. The 
following month over one-half of the 
business was on this plan. He antici- 
pates that in the country territory it 
will very nearly replace the medical 
business in the case of smaller policies. 


Best in Country Territory 


Mr. Cameron pointed out that the 
great benefit of non-medical life insur- 
ance, especially for the country compa- 
nies, is in handling the question of 
definitely securing an examination. He 
said it is difficult to get an examiner to 
visit the prospect. He suggested, how- 
ever, that the agent be urged not to 
present this plan as an inducement to 
the policyholder, but rather to sell the 
policy on the old basis and, after part 
one of the application is filled in and 
the policyholder is sold, then present 
the non-medical proposition. 

L. A. Anderson commented on. the 
question of the effect of non-medical 
business on the business as a whole. He 
questioned the reaction of the doctors 
and wondered if the general adoption of 
non-medical business might not drive 
the doctors out of the country still 
more than in the past and do more dam- 
age than good. 


Further Canadian Experience 


Additional information on the experi- 
ence of the Canadian companies was 
given by B. R. Smith of the Confedera- 
tion Life of Toronto, who has long 
been one of the strongest advocates of 
this class of insurance. He said that 
the mortality experience had been first-- 
class, being only 45 to 50 percent of 
the Canadian Men’s Table. Mr. Smith 
said that to date the Canadian compa- 
nies have no reason to regret having en- 
tered the field and the agent would be 
dissatisfied if a return to the old sys- 
tem was made. He said that at first the 
doctors had objected, but nothing fur- 
ther has been heard from them. As an 
indication of the satisfaction to all con- 
cerned, Mr. Smith pointed out that the 
plan was first undertaken with a limit 
of $1,000 between ages 24 and 45, 
whereas now it is being written by one 

(CONTINUED ON PAGE 24) 





WISCONSIN FEDERATION 


—— 


ANNUAL MEET AT MILWAUKEE 


Piepenbrink Is New President—Com- 
missioner Smith Reviews Con- 
troversy With Ekern 


NEW OFFICERS ELECTED 


President—E. A. Piepenbrink, Wiscon- 
sin Mutual Liability Co., Milwaukee. 

Secretary—Mrs. John West, Oshkosh. 

Treasurer—John H. Puelicher, Marshall 
& Ilsley Bank, Milwaukee. 


MILWAUKEE, WIS., June 17.— 
More than 150 members of the Insur- 
ance Federation of Wisconsin attend- 
ing its annual convention here Monday, 
heard Commissioer W. Stanley Smith 
denounce in polite but pointed and 
scathing language, the parts played by 
Herman L., Ekern, attorney general, and 
Charles E. Whelan of the Modern 
Woodmen in preventing passage of Bill 
175 S, to recodify the insurance laws 
of the state. He read from a carefully 
prepared paper, explaining in a humor- 
ous foreword that “I have been threat- 
ened with libel so much lately that I 
know you will excuse my reading what- 
ever I have to say.” 


Work in Illinois Told 


A resume of the work being done in 
Illinois by the Federation and by the in- 
surance department of that state was 
given jointly by Charles H. Burras of 
Joyce & Co., Chicago, president of 
the Insurance Federation of Illinois, 
and by Clifford Ireland, director of 
trade and commerce of that state. 
Although given separately and upon 
different program topics, the talks 
of the two men coincided clearly and 
taken together gave a good picture of 
insurance conditions in that state. 

President Burras pointed out that 
since the organization of the Illinois 
Federation about ten years ago, no ob- 
noxious insurance legislation has been 
passed in that state. Fair play and hon- 
est treatment of insurance supervisory 
officials were recommended by him as 
the solution for all legislative problems 
encountered by the insurance business. 


Ireland Urges “Horse Sense” 


A brief outline of pending insurance 
legislation in Illinois with high praise 
for G, J. Johnson, chairman of the in- 
surance committee of the lower house of 
the Illinois legislature, was given by Mr. 
Ireland in his talk. He urged “horse 
sense” in dealings between insurance 
men and insurance supervisory units, 
and told of steps being taken in Illinois 
to weed out undesirable elements in the 
insurance business in that state. 

S. A. Oscar, Madison, Wis., grand 
secretary of the Beavers, spoke very 
briefly, outlining a history of the work of 
the Federation in Wisconsin. He em- 
phasized the importance of the legisla- 
tive activity and gave high praise to 
M. L. Fletcher, executive secretary of 
the Wisconsin Federation, and William 
M. Wolff, retiring president. 

Spencer Welton, vice-president Fidel- 
ity Deposit, and Senator O. H. Johnson, 
former deputy insurance commissioner 
of Wisconsin, were present at the meet- 
ing but did not speak because of the 
pressure of time. 

Mrs. M. L. Fletcher, who has been 
executive secretary of the Wisconsin 
Federation for many years, tendered her 
resignation to take up full-time work 
with the Insurance Federation of Amer- 


ca. 
The following vice-presidents and 
members of the board of directors were 


elected: 
Vice-Presidents—Wm. J. Tucker, 
loit; B. A. Lehnberg, Milwaukee; Bruce 


Be- 


Whitney, Milwaukee; C. M. Robinson, 
Oshkosh; Theo. Herfuerth, Madison; F. J. 
Tharinger, Milwaukee; F. J. Lewis, Mil- 
waukee; Geo. A. Jacobs, Janesville; M. J. 
Cleary, Milwaukee; H. J. Hagge, Wau- 
sau. 


OBESITY IS INDUC; 


OVERWEIGHT ADDS TO Hay, 


Due to Weak Will and Ardent Apwim 
—Thousands Sell Their Healy, 
Needlessly 


Weak wills and ardent appetites 
duce obesity and thousands of py. 
today are selling their health jus, 
Esau sold his birthright—for a mex 
| pottage—according to Dr. Pau| fy, 
| gerald, of Newark, N. J. “Eventyy 
| they will regret it even more than fy 
did,” he adds. 

“Overweight,” says Dr. Fitzgerg} 
who is associate medical director of , 
Prudential, “is a vexing problem to 
life insurance companies. It adds , 
the hazards, and is the cause of m 
rejections. It is a condition which 
be overcome by proper diet and moje, 
ate exercise, but difficulty lies jn the 
fact that the will of the overweigh 
generally speaking, is weak, and sud 
a program requires a stern deter. 
nation.” 

Dr. Fitzgerald speaks on the matt, 
of weight reduction with the added x 
thority of one who has practiced why 
he preaches. He was once conside. 
ably overweight himself, but no mon 
Diet and exercise did it, he explains, 

Obesity, Dr. Fitzgerald says, is to} 
avoided not so much because the x. 
cumulation of fat is unsightly and . 
comfortable to carry, but rather becauy 
it is the invisible fat that deposits itsel 
around the heart muscles, liver an 
abdominal organs which does the ham, 
resulting in a shortness of breath, palpi- 
tation of the heart and an inability tp 
work. 

If you would reduce, halve your rn 
tions, eat plenty of green vegetables and 
exercise moderately, Dr.  Fitzgeral 
sums up. 





DESIRE IRELAND CONFIRMED 


Insurance Men Hope That Illinois 
Senate Will Act Favorably on Gov- 
ernor Small’s Appointment 


Although Governor Small of Illinois 
| has reappointed Clifford Ireland as d: 
rector of trade and commerce, Senator 
John Dailey, author of the insurance 
codification bill and former chairman o 
the senate insurance investigating com- 
mittee, is leading a movement in the 
senate to vote down the appointment. 
Senator Dailey has much influence in 
the senate. During Mr. Ireland's aé 
ministration he has given a good share 
of his time to the state insurance de 
partment. He is held in the highest 
regard by all insurance men as he & 
considered honest, intelligent and fair. 
In spite of Senator Dailey’s opposition 
the insurance fraternity hope that a man 
of Mr. Ireland’s capacity will be com 
firmed. 








perior; John L. Fox, Fond du Lac; Gu 
tave Guenther, Sheboygan; F. A. Otto 
Prairie du Chien; Geo. J. Fries, 4 
Crosse; Geo. W. Wilkinson, Monroe; Miss 
Lillian Dunnigan, Eau Claire; W. 

Eisenberg, Marinette; T. A. Wondreyks 
Watertown; J. A. Brooks, Chippew# 
Falls; A. W. Schulkamp, Madison; P. J 
Jacobs, Stevens Point; Carl Sawyer 
Waukesha; Frank Hoffman, Manitowoc, 
Chas. Pfennig, Kenosha; Wm. G. Lathrop, 
Janesville; H. W. Adams, Beloit; Jo 
Koffend, Jr., Appleton; C. H. Kubasts 
Merrill; R. E. Chartier, Wausau; E. # 
Palmer, Antigo; Earle E. Fisk, Gree? 
Bay; Frank J. Lingelbach, Oconto; Henry 
Fetzer, Sturgeon Bay; Theo. A. Taylor 
Wisconsin Rapids; Carl F. Hilbert, Mil 
waukee; Otto H. Gaedke, Milwaukee: 
Sidney Herzberg, Milwaukee; James B. 
Leedom, Milwaukee; Allen B. Roberts 
Milwaukee; Paul E. Rudd, Milwaukee; 
John L. Loos, Milwaukee; Gustave Blats 
Milwaukee; L. W. Snider, Milwaukee: 





L. A. Pletcher, Chippewa Falls; Clifton 


Board of Directors—Henry Evans, Su- | Williams, Milwaukee. 
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»LAINS OHIO’S NEW 
LICENSING STATUTE 


werintendent Conn Upholds 
Qualification Law for Life 
Insurance Agents 





ELPS HONEST SOLICITORS 





iclds It Duty of the Department to 
Drive Incompetent and Unworthy 
from the Business 































TOLEDO, O., June 17.—Superinten- 
bent Conn of Ohio addressed the annual 
meeting of the Ohio Association of In- 
srance Agents on insurance legisla- 
ion enacted at the recent session of the 
veneral assembly of that state, which be- 
mes effective next month. He spoke 
{the statute which goes into effect July 
1, providing for the licensing of agents 
{companies writing life insurance and 
jor the licensing of auditors, abstractors, 
counsellors and analysts to the public. 
The method of licensing the life agents 
ad counsellors to the public will be 
similar in a general way to the one which 
now obtains as regards the licensing of 
freagents. Judge Conn said that here- 
tofore the department has had no voice 
in determining who may or may not 
write life insurance, as_ the superin- 
tendent has been required to appoint a 
person to act as agent upon the mere 
designation by the company. Under 
these new laws it must appear to the 
satisfaction of the superintendent that 
the applicant is worthy to be a licensee. 
The department will use a questionnaire, 
the answers to be made by the applicant 
wider oath, and will also require infor- 
mation from such other sources as may 
be deemed*advisable. The applicant is 
given protection against whimsical ac- 
tion on the part of a superintendent by 
pe the right of review in the court 
‘common pleas of Franklin county in 
event of rejection. 


WHI Prevent Abuses 


One of the favorable results which 
will grow out of this statute, according 
to Superintendent Conh, is that hence- 
forth no person will be able to hold 
himself out as an auditor or abstractor 
of policies of life insurance, or as au- 
thorized to give advice or opinions with 
respect to life policies, unless such per- 
son be licensed, and, of course, the is- 
suance of a license presupposes suita- 
bility, that is ability and integrity on the 
part of the appointee. At present any- 
body may open an office and announce 
himself as an adviser to the public re- 
garding life insurance. This gives an 
opportunity for incompetent and dishon- 
tt men, under the guise of adviser, to 
practice twisting. It is to the credit of 
the life companies and life agents of the 
state that they were almost unanimously 
in favor of the bill. 

Superintendent Conn said that a caller 
it his office was opposed to the law on 
the grounds that the department might 
license a person to give counsel and ad- 
vice, and such person having official au- 
thority so to act, and thereby acquiring 
a certain credibility, would be able to 
take advantage of the public by publish- 
mg the fact that he was so licensed. 
Unce getting a customer or client in his 
office, he could do with him as he liked. 
Judge Conn replied that since no license 
iow is required, anyone regardless of 
his qualifications or lack of qualifica- 
tions may hold himself out and thus the 
various abuses of the bill under the law 
M its present state, could be done con- 
tinually and no public agency or au- 
thority could interfere. Under the new 
W, however, the license could be re- 
voked in the event of misconduct. 


uperintendent Conn holds that 


‘HOLD SPRING MEETING 
DISCUSS TOPICS OF INTEREST 


Life Insurance Sales Research Bureau 
Is Having a Conference of Mem- 
bers at Hartford 


Important discussions relative to in- 
surance subjects are being developed at 
the third spring conference of the Life 
Insurance Sales Research Bureau at 
Hartford, June 18-19. 

The opening session relates to com- 
pany conventions, their purpose, produc- 
tion requirements for attendance, location 
and time of year, the business pro- 
gram, outside and recreational features, 
results obtained, advantage of sectional 
rather than general conventions. 


Have Strong Leaders 


The leaders are George H. Harris, 
supervisor of field service, Sun Life of 
Canada; A. Gordon Rumsay, superin- 


tendent of the Canada Life of Toronto; 
A. L. Dern, superintendent of agencies, 
Lincoln National Life; Frank H. Sykes, 
vice-president and manager of agencies 
of the Fidelity Mutual; T. F. Temple, 
superintendent of agencies of the John 
Hancock; . H. Harrison, assistant 
superintendent of agencies of the Con- 
necticut Mutual; Robert P. Withington, 
supervisor of the National Life of Ver- 
mont, 

“Entering New Territory,” the other 
topic, deals with the problems handled 
by companies with less than $150,000,000 
in force, desirable size of territory for 
a new agency, and methods of putting 
a new manager on his feet. The lead- 
ers are Edmund Strudwick, Jr., vice- 
president of the Atlantic Life of Rich- 
mond, Va.; L. M. Bidwell, superintend- 
ent of the Ontario Equitable Life & 
Accident of Waterloo, Ont.; E. H. Har- 
vey, supervisor of agencies of the North 
American Life of Toronto. 


Discuss Conservation 


“Conservation of Business” treats of 
the relationship of home office to pre- 
vention of lapses, methods of training 
agents and managers in persistency, di- 
rect relations by correspondence between 
home office and policyholders, organ- 
ization of and responsibility for home 
office conservation work. The leaders 
are M. Albert Linton, vice-president of 
the Provident Mutual; James W. Simp- 
son, superintendent of agencies of the 
Sun Life of Montreal; M. G. Fuller, 
field club secretary of the American 
Central Life of Indianapolis; W. T. 
O’Donahue, secretary of the Jefferson 
Standard Life; J. G. Stephenson, super- 
intendent ordinary agencies of the Lon- 
don Life of Canada. 

“The work of the local manager or 
general agent” relates to the difference 
between management and personal sell- 
ing, necessity for the latter in many 
cases, company methods of giving train- 
ing in management before and after his 
appointment, use of manager's confer- 
ences for training purposes. The lead- 
ers are K. Luther, vice-president of 
the Aetna; W. E. Webb, vice-president 
of the National Life of U. S. A.; O 
Jackson, assistant general Ak manager 
of Bankers Life of Des Moines; J. A. 
Whitmore, assistant agency manager of 
the Phoenix Mutual; H. H. Armstrong, 
superintendent of agencies of the Trav- 
elers; A. N. Mitchell, superintendent of 
the Canada Life of Toronto; Oliver 
Thurman, superintendent of agencies of 
the Mutual Benefit Life. 








agents’ licensing laws are in line with 
modern progress and will be to the ad- 
vantage not only of the public and the 
companies, but as well of the honorable 
and careful agents and solicitors. “The 
vast majority of agents and solicitors 
are of this type,” he said, “and suffer no 
loss of prestige as to standing and in- 
telligence as compared with men en- 





gaged in other activities.” 








COLLINS IS REELECTED 

AGAIN HEAD OF CONFERENCE 

Insurance Advertising Men Will Hold 
Fall Meeting in Boston Some Time 


in October 


Endorsing the administration of E. A. 
Collins, of the National Surety, who has 


headed the conference for the past 
year, members of the Insurance Ad- 
vertising Conference at their conclud- 


ing session at Briarcliff Lodge unani- 
mously reelected Mr. Collins president 
of the organization for another term. 

L. Sullivan, Home of New_York, 
was elected vice-president; L. F. Til- 
linghast, National Surety, secretary- 
treasurer; C. S. S. Miller, North British 
& Mercantile, commissioner to the As- 
sociated Advertising Clubs of the World. 
C. A. Palmer, North America; L. B. 
Little, Metropolitan Life; W. W. Ellis, 
Commercial Union; A. H. Reddall, 
Equitable Life; J. G. Mays, Royal In- 
demnity; Eustis A. Brock, Great West 
Life; Clark J. Fitzpatrick, United States 
Fidelity & Guaranty; John W. .Long- 
necker, Hartford Fire, and B. N. Mills, 
Bankers Life of Iowa, were chosen as 
members of the executive committee. 

The fall gathering of the conference 
will be held in Boston some time in Oc- 
tober. 


AETNA LIFE TRAINING COURSE 


Nearly 400 Enrolled 


in New Corre- 


spondence School in First Six 
Weeks of Operation 
HARTFORD, CONN., June 17.—A 
summary of the first six weeks of the 


Aetna Life sales training course shows 
that almost 400 have enrolled for the 
course since its inauguration, including 
general agents, full-time agents, part- 
time men, brokers, group representa- 
tives and agency and home office clerks. 
The ages of the students vary from 20 
to 65 and several of the older ones 
have service records of 25 years or 
more with the company. Many of them 
are college graduates, and not a few 
have taken life insurance courses at 
New York University or Carnegie 
Tech. 

In addition to the 
feature of the sales training work, H. 
P. Gravengaard, director of sales 
training, has inaugurated a system of 
traveling schools, the first of which 
opened in Milwaukee June 8. It will 
continue three weeks. Mr. Gravengaard 
is conducting this school personally and 
is instructing three classes each day. 
There are about 50 students enrolled. 


correspondence 





Home Life Writes Non-Medical 


At a conference of company officials 
last week it was decided that the Home 


Life of Arkansas would write a por- 
tion of its future business without 
medical examination under certain re- 
strictions yet to be worked out. It is 


probable that the maximum limit under 
the new plant will be $2,000 on one life, 
the company reserving the right to re- 
quire medical examination in doubtful 
cases. Permission to write on the non- 
medical plan will be granted to agents 
on a basis of seniority, efficiency and 
capacity to pick favorable risks. Spe- 
cial forms are being prepared and will 
be ready for distribution early in July. 

Coincident with this departure in com- 
pany practice will be its entry into the 
salary deduction field. Under this plan 
ten or more employes can be written 
as a group without examination, the 
premiums being deducted monthly from 
the payroll and paid by the employer 
to the company. It is hoped that these 
two progressive steps in the underwrit- 
ing policy should net not less than 
$1,000,000 additional gain above its nor- 
mal expectancy for the year. 





EVANS AGAIN HEADS 
AMERICAN INSTITUTE 


Reelected President at 
Meeting in Chicago Last 
Week 





Annual 


NON-MEDICAL LIVE ISSUE 


Informal Discussions Added to Tech- 
nical Papers Gave Well Rounded 


Program 





Percy H. Evans, actuary of the North- 
western Mutual Life, was _ re-elected 
president of the American Institute of 
Actuaries at the annual meeting in Chi- 
cago last week. The sessions of the in- 
stitute, though largely dealing with 
technical subjects were enlivened by in- 
formal discussions on the important sub- 


jects of the day. Nonmedical life in- 
surance and the salary deduction plan 
were each given a session. Mr. Evans 


conducted the meetings ably, somewhat 
departing from actuarial procedure in 





PERCY H. EVANS 


Reelected President American Institute 
of Actuaries 


that the sessions opened on time and 
closed on time, 


Discussed Mortality Trend 


The convention was opened by Mr. 
Evans with an address on “The Trend 
of Mortality.” Mr. Evans analyzed the 
available statistics on this subject, but 
warned of drawing broad conclusions 
from the tabulated figures. He said 
that life insurance experience can give 
no exact value to forces operating on 
population vitalities, not only because the 
lives are selected, but because the selec- 
tion has been more or less different at 
different times. For instance, the differ- 
ence between the experience before and 
after the adoption of blood pressure read- 
ing cannot readily be compared. The fig- 
ures suggest that during the past 40 
years there has been an improvement in 
general mortality rates which has sup- 
plemented the medical selection of life 
insurance risks. He further said that dur- 
ing the next 25 years some further de- 
creasing mortality rates can be expected 
in consequence of improved living con- 
ditions, research and education. 


Formal Papers Presented 


The balance of the first day’s session 
was given over to the presentation of the 
formal papers and a discussion of the 
formal papers presented at the last meet- 
ing of the institute. The papers pre- 
sented at this session were largely tech- 
nical. Professor J. F. Reilly of the Uni- 
versity of Iowa read a paper on “Lid- 
stone’s Demonstration of the Osculatory 
Interpolation Formula.” E. G, Fassell 
of the Northwestern Mutual Life dis- 
cussed “Excess Interests Under Annu- 
ities Certain.” The “Valuation Method” 
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PUBLIC LIFE 
INSURANCE 
COMPANY 


An Illinois Company 
Capital $500,000 


Brokers’ Business Solicited 


Any amount up to $100,000.00 


No Color Line. Same Rates for All 
Male and Female 


Standard and Substandard Business Accepted 
Service You Can Depend Upon 


Agency Office—108 S. La Salle St. 
Chicago, IIl. 











THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Arthur E. Childs, President 


Columbian National Agents can 
offer the best in 


LIFE, ACCIDENT, AND HEALTH INSURANCE 
Columbian National Policies 
make selling easier 


Policies backed by one of the very strongest companies in 
the country, having ample capital, surplus and highest 
standard of reserves. 











Ninth in the U. S. A. 


In 14 years this Company developed an accident 
and health business that placed it in 9th place 
among all the companies of the United States in 
amount of disability claims paid. And it is now 
making equal progress in the development of the 
Life Insurance Department. . 


BUSINESS MEN’S ASSURANCE 
COMPANY 


W. T. GRANT, President KANSAS CITY, MISSOURI 


{ 
| was a subject of a paper by C. H. 

Beckett of the State Life of Indiana. 

Mr. Fassel of the Northwestern Mutual 
|also presented a paper on “Cube Root 
Ka Abridged Division and by Machine.” 

.. E. Cammack of the Aetna Life pre- 
| sented a new formula or a detailed an- 
lalysis of a revised formula for ‘Sub- 
standard Business.” He outlined a sys- 
eo which he suggested to replace the 

rating up method. Valentine Howell of 
| the Guardian Life read a paper on “Fin- 
ancial Statements” and the other formal 
paper presented was that on “Aviation 
| Hazards” by W. F. Poorman of the 

Farmers National Life. 

Three papers presented at the last 
meeting of the institute were discussed, 
these being the following: “A Statistical 
Study of Blood Pressure,” by R. G. 
Hunter of the Equitable Life of lowa; 
“On Certain Applications of Mathemat- 
ical — to Actuarial Data” by Dr. 
} .. Reitz of the University of lowa; 
_s, “A Study of the Effect of Using 
Standard Reserves and Surrender Val- 
ues for Substandard Policies” by F. S. 
Withington of the Midland Life of Kan- 
sas City. 

Had Informal Discussions 


The second day’s session was devoted 
to informal discussions and the election 
| of officers, which closed the convention. 

Nonmedical life insurance was discussed 
during the morning of the second day 
and valuable information was brought 
cut showing the experience of the Can- 
adian companies and the United States 
companies now writing this plan. The 
other main subject discussed, to which 
a large part of the afternoon was de- 
voted, was that of the salary deduction 
plan. The general discussion covered 
many phases of the problem of payroll 
deduction insurance, including the cal- 
culation of premiums, the handling of 
accounting records and the effect of the 
business on the present agency method. 
It was pointed out that the plan should 
not effect the American agency system 
in any way, provided the c companies did 
not appoint agents in the institution con- 
tracting for the salary deduction plan. 
J. R. Larus of the Phoenix Mutual said 
that the plan was adopted largely to 
conserve the field man’s time, just as the 
nonmedical plan, but that it is unfor- 
tunate, if true, that some companies ap- 
point agents in the offices where the 
business is being placed. Another ques- 
tion was raised, though rather presented 
to the agency department for conclu- 
sion, was that of crossing accounts. It 
was pointed out that difficulties might 
arise if arrangements were not made in 
the beginning for such cases. If a man 
is a policyholder or prospect ‘of one 
agent in an office and another agent 
closes a salary deduction plan on that 
man’s business, the question arises as to 
who will control the account. 

The other subject of informal discus- 
| sion was the new gain and loss exhibit 
required for 1925 and detailed analysis 
of the blank was presented by E. G. Fas- 
sel, assistant actuary of the Northwest- 
ern Mutual Life, being ably supple- 
mented by J. S. Elston, assistant actuary 
ot the Travelers. The considerable in- 
crease in work under the new exhibit 
was pointed out, though some of the 
| speakers during the discussion expressed 
| the opinion that when the final analysis 
| is made the work will not be as burden- 
some as it now appears. 











Fellows Receive Certificates 


At the opening of the closing session 
| Mr, Evans instituted a new procedure 
|} in that he presented the certificates to 
| thé new fellows whose admission to 
| membership had been approved by the 
board of governors at this meeting. The 
| new fellows are: Henry H. Jackson, Na- 
tional Life of Vermont; Dorsey M. Jam- 
ison, George Washington Life; Wilbur 
M. Johnson, Royal Union Life; William 
| F. Poorman, Farmers National Life; 
| Ralph E. Kennon, Medical Life. The 
new associates admitted at this meeting, 
also announced by Mr. Evans were: Al- 
len C. Eastlach, American National; 
| Harold G. Walton, American Central; 
| George Kenigson, Ann Arbor, Mich.; 








| Malvin E. Davis, Metropolitan Life; D. 


NO PROMOTION CHARG 


PLAN OF THE NORTHERN Lin 


T. O. Berge Is President of th. Ney 
Minneapolis Company—Has Goo 
Official Persone! 


4 


The Northern Life, the ney 
reserve company being organize; 
Minneapolis, has established its jo). 
office in the Metropolitan Bank } 
ing. 

O. Berge, formerly agency ‘ recites 
of pon Northwestern Union Li 
Ottawa, Ill., the president, is a ma 
life insurance experience. Arthy 
Markve, assistant county attorne 
Hennepin “y: is vice-president 
counsel. P. G. Erickson, assistant trea 
urer of St. Olaf College of Nort hie 
Minn., is secretary. Randolph Holls 
real estate and insurance man 
Minneapolis, is treasurer, and Dr, 0, k 
Peterson, a physician in Minneapolis, ; 
medical director. 

The company is _ incorporated 
$100,000 capital. The capital is being 
subscribed without stock promotion e. 
pense. The officers have subscribed 
about 50 percent of the capital. 


Enters Non-Medical Field 


The Great Northern Life of Chrieag 
has entered the non-medical field a 
considering non-medical applic ations 
risks between ages of 18 and 45 wit 
limit of $2,000 on male and $1,000 
female risks. 

The company has made an analysis 
of its business the first four months 
of the year which shows that practical! 
70 percent of its present business wou 
come within the non-medical limit 
Vice-President John A. Sullivan sa 
that agents in rural communities hav 
great advantages in being able to writ 
insurance without examination. He be 
lieves that it widens the field and w 
creases the need so that business ca 
be written for all agents. 


Shinnick Succeeds Mantz 


The directors of the Des Moines Lie 
& Annuity at a recent meeting electe 
E. L. Shinnick secretary to fill the 
vacancy occasioned by the resignati 
of Paul Mantz. Mr. Shinnick was wit 
the Iowa insurance department at one 
time and in recent years has been wit 
the Michigan department. He is re 
garded as an authority on life insur 
ance matters. 


R. McClurg, Union Life of Arkansas 
J. R. Young, L. C. Schudde, Merchants 
Life; John P. Bandy, Confederation Lite 
of Toronto; R. E. Moyer, L. J. Kalm- 
bach and Margaret Walker, Lincoln Ne 
ticnal; W. D. Mackinnon, Equitable Life 
of Iowa. 


Officers Were Reelected 


The election of officers closed the ses 
sion, Percy Evans of the Northwestern 
Mutual Life being re-elected president 
John G, Parker of the Imperial Life o! 
Toronto was elected vice-president 
to succeed. L. A. Anderson of the 
Central Life of Iowa. The other ol 
ficers reelected were as follows: Secre- 
tary, R. C. McCankie, Equitable Life 0! 
Iowa; treasurer, Bert J. Stookey, I!linots 
Life; editor of the record, E. G. Fassel 
Northwestern Mutual Life; librarian, F 
R. Carter, National Life, U. S. A. The 
latter two were elected by the board 0! 
governors at a meeting the day prece¢ 
ing the session of the American Inst! 
tute. Two new members were elected 
to the board of governors to succeed 
Robertson Hunter of the Equitable 0! 
Iowa and J. G. Parker of the Imperia 
Life of Toronto, whose terms expired. 
The two new members of the board 
named at this meeting were S. E. Allison 
of the Pan-American Life and Arthur 
Coburn of the North American Reassur- 
ance. 
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A Campaign In Behalf of 
oe Women and Children 


Bank by 

ion Lis Fourth Extract 

rete The time will come when beneficiaries under Life 

a Income Policies will have received monthly payments 

d Dr. Ok for periods of 40, 50, or even 60 years. This kind of 

“rt insurance has not been in use long enough to quote such 

rere i examples, but here are cases from the book entitled **In- 

me come Insurance”, published by the Equitable Society, 

cation where the income has already been paid for more than 

mee twenty years. 

brat Policy 857,559 has thus far yielded an income of $557.40 a year for 

_ 24 years, or a total of $13,377.60. And the Beneficiary may continue to 

eto receive an income for many years longer. The Insured in this case paid 

i and i only two premiums before his death. 

: Policy 868,289 has thus far yielded an income of $1,250 a year for 23 

ines | years; or a total of $28,750. The Insured in this case died after paying 

"il te only two premiums of $659.25. 

t at om The Beneficiary under Policy 948,636 has been receiving an income of 

e is re $1,000 a year for 22 years. Thus far she has received $22,000, and as she 
~*~ is not an old woman she will probably receive much more. This is the re- 

kansas turn for one premium of $605.60, the Insured having died before the second 

jon Lik premium fell due. 

‘oln Na- 

ble Life Under Policy 2,217,858 a widow of 26 is receiving $40 a month. The 
as total premiums paid by her husband were less than $1,000, but the guar- 

neste anteed return to the widow is $9,600. If she should reach 75 years of age 

ver he the aggregate return will be $24,000. 

of the 

ite The Equitable Society is on the outlook for young 

mn men to sell this kind of insurance. 

ard of 

reced- 

a THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


ceed 303 SEVENTH AVENUE, NEW YORK 





8 


THE NATIONAL 


UNDERWRITER 


June 19, 








IMPORTANT DECISION 
IN TENNESSEE CASE 


Petition Is Dismissed to Have 
Proceeds Turned Over to 
Trust Company 


PRIME ISSUE INVOLVED 


Distinction Is Made as to Service Ren- 
dered By a Life Insurance Cor- 
poration as Trustee 


The Equitable Life of New York calls 
attention to the recent Tennessee deci- 
sion where a petition to have the pro- 
ceeds of a policy now payable in the 
form of an income removed from the 
care of an insurance company to a trust 
company was dismissed. Here are some 
extracts from the decision: 


Should the insurance company be re- 
moved and a new trustee appointed upon 
the grounds alleged in the bill? . 

The evident purpose of the donor was 
to secure to his wife and daughter at all 
hazards a monthly income not subject 
to any postponement or variation and to 
make the trustee an absolute insurer of 
the income as well as of the: corpus of 
the fund. This, of course, imposed 
greater responsibility upon the insur- 
ance company than that of the ordinary 
trustee. The insurance company cannot 
escape payment of the monthly income 
on the ground of a low interest rate or 
inability to find borrowers for the fund, 
nor can it escape accounting for the 
corpus upon the excuse that it used ex- 
cellent business judgment in loaning or 
investing the fund and through some 
unforseen mischance some portion was 
lost. 


Two Trust Company Officials Testify 


No proof has been offered tending to 
show that any local company or person 
would be willing to take funds and in- 
sure income and corpus against every 
contingency. Mrs, C————— has moved, 
or is about to move, to 
and she has introduced the testimony of 
the executive officers of two trust com- 
panies doing business in that city. The 
president of the Loan 
& Trust Company testifies that his com- 
pany has $100,000 capital and $382,800 
surplus. This company will accept the 
fund and at present rate of interest can 
make it net 6 to 6% percent less the cost 
and expense of making a trustee's bond, 
but it will not agree to guarantee inter- 
est or principal and will only assume 
responsibility for that lack of care which 
a prudent person should assume in the 
management of his own affairs. The 
president of the Trust Company 
says that institution has a capital of 
200,000 and a surplus of $250,000. 

He says his company will guarantee the 
loans made of the funds but will not 
guarantee a net interest rate exceeding 
4 per cent though at the present prevail- 
ing rate 6 percent may be realized. This 
institution does not propose to execute 
any bond to cover the fund, 








Safeguards of Insurance 


It is thus seen that neither of these 
institutions propose to safeguard the 
principal and interest to the extent such 
as is done under the (insurance) trust 
created by Mr. C—————, even though 
some increase of income might result in 
removing the trustee (insurance com- 
pany) selected by the donor and appoint- 
ing one of these banks. The safety of 
the corpus was in his mind as well as 
the income and the rights of ultimate 
remainder. Men must not be imperiled 
or the safeguards thrown around their 
contingent interests removed or miti- 
gated.... 

As no better income could be probably 
realized if the funds were brought here 
and as the banks do not offer 
to secure (insure) payment of principal 
and interest as well as they are now 
secured, and as the ability, solvency and 
fidelity of the present trustee is not 
questioned, the court is of the opinion 
no good or sufficient cause is shown for 


MUST SHOW COURTESY 
BLUNDERERS HURT BUSINESS 


“Butting In” on Prospects at Unseason- 
able Times Causes Prejudice, Says 
A. E. Mielenz of Milwaukee 


MILWAUKEE, WIS., June 18.—In- 
surance salesmen who through lack of 
consideration burst in upon prospective 
customers during busy hours are re- 
sponsible for whatever public antipathy 
exists against agents in general, accord- 
ing to Albert E. Mielenz, general agent 
for the Aetna Life in Wisconsin and 
upper Michigan, speaking before the 
$100,000 Club of his agency, which met 
recently in Milwaukee. 

Mr. Mielenz made this point one of 
the most important of any brought to 
the attention of agents at the meeting. 
He stressed the fact that the utmost 
consideration must be shown prospec- 
tive customers by insurance salesmen, 
and expressed the conviction that the 
average agent does show such thought- 
fulness and courtesy. 

“Those who do use tact and judgment 
in their calls are injured by the thought- 
less few—the buttinskys,” Mr. Mielenz 
said. “Many salesmen nowadays have 
missed their calling. They should have 
been bricklayers, rather than insurance 
agents. 

“Any huge business such as the in- 
stitution of life insurance is bound to 
attract a class, who for want of better 
designation may be called merely ‘un- 
desirable,” Mr. Mielenz asserted. “It 
should be the intention of the earnest 
thoughtful and sincere agent, to work 
at all times for the building up, not 
only of his own business, but of his 
chosen calling. He must undo the dam- 
age caused by the misfit who blunders 
about, wreaking havoc hither and yon, 
and making it harder for the rest of 
the agents.” 








selected by the donor and.in whom he 
had confidence. Bill dismissed, 


Comment By the Company 


In commenting on the decision the 
Equitable Life says: 

“No criticism of trust companies was 
intended in the court’s opinion. The 
ccurt simply analyzed the differences be- 
tween the handling of funds by insur- 
ance companies and trust companies. 
“This case suggests the importance 
of distinguishing between the appropri- 
ate services of trust companies and of 
life companies respectively. There is 
plenty of business for both. They are 
co-operating in the most friendly man- 
ner. The trust companies advise their 
clients to invest in life insurance, and 
the insurance companies advise those 
who have substantial amounts of capi- 
tal to establish trusts. 


Become Permanent Protector 


“But the trust companies in calling at- 
tention to the services they are able to 
render sometimes overlook, or ignore, 
the fact that the man without capital 
who insures his life for the future sup- 
port of his family can take the insur- 
ance on the life income plan, or the 
guaranteed investment plan or some 
other income plan. Then the insurance 
company will become the permanent 
protector of the beneficiary without ex- 
tra charge. Or, if the policy is of the 
ordinary kind, the beneficiary can be 
restricted to an income option. In such 
a case the services of the trust com- 
pany are not needed. Moreover, if a 
man who has capital takes his insurance 
on some income plan he can leave his 
insurance to be taken care of by the in- 
surance company, and can get the trust 
company to take care of the capital de- 
rived from other sources. 


Facts Are Given 


“To sum the whole matter up, the 
facts are as follows: 





the removal of the trustee which was 


“The life insurance company can take 


MAKES FINE SHOWING 
HIGH TRIBUTE TO EQUITABLE 


New York Insurance Department Com- 
ments on the Results on the 
Triennial Examination 


NEW YORK, June 18.—High tribute 
to the progressiveness of the Equitable 
Life of this city, and to the liberality of 
its management in interpreting policy 
conditions, is paid by the state insurance 
department in its report covering the 
triennial examination as of Dec. 31, 1923. 
During the three-year period covered 
the business increased close to $800,000,- 
000, although $45,000,000 was terminated 
by reinsurance of risks in foreign coun- 
tries. The Equitable now confines its 
activities to the United States. Points 
particularly noted in the report include 
its favorable mortality experience, the 
liberalization of policies and an increase 
in dividend scale. The mutualization of 
the society has progressed so that but 
15 shares of the capital are outstanding, 
these being held by two individuals. 


Provident Leaders’ Record 


The Provident Quarter Million Club, 
the organization of the Provident Mu- 
tual Life which contains the leading pro- 
ducers of the company, did a total paid- 
for business in 1924 of $35,359,453. The 
company’s total paid-for business in 1924 
was $95,949,608. 

The Philadelphia agency has the larg- 

est number of members in the club this 
year, a total of 18, with a total business 
of $7,678,025. Los Angeles comes next 
with nine members and business of 
$2,998,157. 
Richard S. Dewees of the Philadelphia 
agency, who died only a few days ago, 
led the club with $1,130,000. He was 
chosen president for the current year. 
His was the largest amount of new poli- 
cies ever written in one year by any one 
man connected with the Provident. 


Brotherhoods Fight Group Plan 


Group insurance was made the object 
of an attack by D. B. Robertson, presi- 
dent of the Brotherhood of Locomotive 
Enginemen & Firemen, in convention 
in Detroit this week. Mr. Robertson 
stated that it is the consensus of opin- 
ion among brotherhood chiefs that the 
group insurance plan offered by rail- 
roads to their employes through the 
medium of the insurance companies is 
cutting big inroads in their insurance 
business and that as a result it is pro- 
posed during the next year or two to go 
out with the evident attempt of making 
group insurance unpopular among the 
men. 








care of insurance capital. That is not 
the exclusive province of the trust com- 
pany. On the other hand, the life com- 
pany .cannot take care of capital derived 
from other sources. That is the prov- 
ince of the trust company. 

“But when insurance is taken to pro- 
vide an income for the support of the 
family an arrangement can be made with 
the insurance company which will be 
simpler, more convenient, more direct, 
more secure and more economical, than 
can be furnished by the trust company. 
“In this connection it must always be 
remembered that the only guarantee the 
trust company can make is that the 
funds entrusted to it will be guarded 
with the utmost care, and that as far as 
possible the beneficiary shall be pro- 
tected against loss. But under the life 
insurance contract there is the guarantee 
that there can be no shrinkage, loss or 
delay; for every responsible insurance 
company maintains an adequate surplus, 
and if any of the investments of the 
company turn out badly, the loss sus- 
tained must be charged against the sur- 
plus and not a penny of it can be 
charged against the beneficiary under 


| PROGRESS ON PLANS 
FOR BIG CONVENTy 


Kansas City Local Associ 


Has Meeting and Hears Repor, 
on Arrangements 


MYERS HEADS COMMITry 


W. O. Nevill Employed As Paid §, 
tary—Is Expert on Handling 
Big Affairs 


NEW YORK, June 17.—While cay 
ful study is being given preparation 
the program for the annual conventg 
of the National Association of Life |) 
derwriters, it will be some time yet 
fore the work completed. — Presey 
indications all point to a record breaking 
attendance at the gathering in Kang 
City the latter part of September, a 
how to conduct these gatherings top 
sure a maximum of benefit to the d& 
gates is becoming a serious problem y 
the responsible committee. 
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KANSAS CITY MEN BUSY 


KANSAS CITY, Mo., June n- 
Substantial accomplishments towards z- 
rangements for the annual conventiond 
the National Association, made by th 
local committees, were reported at th 
annual meeting of the Life Underwrites 
Association of Kansas City yesterday 

At this meeting, new officers of th 
association were elected; the roster be 
ing formed primarily with the view t 
the most efficient and aggressive hané- 
ling of the National convention, and ¢ 
the work incidental thereto. 

Earl G. Mercer was elected president 
He immediately reappointed A. E. \iy- 
ers, of Mapes & Myers, general agents 
of the Phoenix Mutual Life, retiring 
president, to the position of generd 
chairman of the local convention com- 
mittee, which position Mr. Myers had 
held ex-officio. The local work there 
fore will continue uninterrupted. Dani 
Boone, Jr., president of the Midland 
Life, is vice-chairman of the generd 
committee. 


Expert Employed as Secretary 


Another important announcement @ 
this annual meeting was that Wm. 0 
Nevill has been engaged as paid sect 
tary of the local association, to covet 
the convention period. Mr. Nevill has 
had much experience in association ani 
convention work; he was an organiztt 
and for years secretary-treasurer of the 
Kiwanis Club, was president of thet 
body last year, and is again secretar}- 
treasurer. He is also secretary of Me 
sonic bodies, and is making his offices 
604 Shukert building, the headquarters 
for the life association, for committe 
meetings when necessary, and for 4 
clearing house of all detail work. 


Report of Various Committees 


A. D. Bonnifield, chairman of the pu 
licity committee for the conventios 
made report Tuesday of the vars 
committees. Briefly, they were as 
lows: 


Attendance Cemmittee—Reed G. Hak* 
agency manager, Bankers Life of Des 
Moines, chairman. Preparing and dis 
tributing material, on Kansas City, ® 
promote interest; attendance expected 
and aimed at, 4,000. 

Registration—E. J.‘Montague, directo 
field service, Business Men’s Assurance, 
chairman. Has tentative plans made fo 
registration and proper distribution 
tickets and badges. 

Reception—Charles L, Scott, manage’ 
Massachusetts Mutual, chairman. Pal 
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ty men for service during entire 
ys of convention. 
Villmoare, vice-president, 
chairman. All hotel 

ements complete. Visitors may 
a cenest for reservation for price 
- hesired, and they will be definitely 
— a room at once, at that 

and will be notified where the 
ce js. About 600 reservations have 
ready been made. 

—(Ed. A. Woods, general 

airman, for National Association.) A. 
» Sweeny, general agent, Mutual Bene- 
st, chairman of local committee in 
harge of program items for the banquet 
nursday night, Oct. 1. Chancellor Lind- 
ley of Kansas State University, and Hon. 
Henry J. Allen, Wichita, former gover- 
nor of Kansas, have been secured. 
Somerville of J. P. & 
general agents, Penn 
Mutual, chairman. Has received pledges, 
from general agents only, of several 
thousand dollars, of which around $4,000 
js now on hand in cash, for entertain- 
ment. Producers, who have not been 
asked to subscribe to the entertainment 
fund, are contributing on a production 
basis, to an additional fund for pub- 
licity campaigns for life insurance in 
Kansas City newspapers and otherwise, 
to be conducted before, during and after 
the convention. 
Entertainment — Sam Cc. Pearson of 
pearson & Larson, general agents, North- 
western Mutual, chairman. 
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Finance—J. P. 
E. M. Somerville, 
















Monday, Sept. 28, evening, dance and 
entertainment, with Sandy Sinclair in 


charge, Colonial Room, Muehlebach 
hotel. 

Tuesday, Sept. 29, afternoon, automo- 
hile ride and tea for ladies at Hillcrest 
Country Club. 

Tuesday evening, reception and dance, 
with several orchestras, refreshments, 
unique al fresco entertainment and fea- 
tures, given by the five home companies 
of Kansas City, the Peerless, National 
Fidelity, Midland, Business Men’s Assur- 
ance and Kansas City Life, at the husne 
office building of the Kansas City Life. 

Wednesday, Sept. 30, evening, minstrel 
show, being arranged by Sandy Sinclair, 
with home talent, from the life insur- 
ance offices of Kansas City, assisted by 
other recognized home talent, at a local 
theater. 

Thursday, Oct. 1, afternoon, card party 
for ladies at a country club. 

Thursday evening, annual banquet, 
Pompeiian room, Baltimore hotel, seat- 
ing 800, with Chancellor Lindley and 
ex-Governor Allen as speakers. 

Golf—Careful attention is being paid 
to arrangements for golfing accommoda- 
tions. Privileges at every club in the 
city have been secured, and any visitor 
will be taken to any club when he de- 
sires to pay. A tournament, with prizes, 
will be held Wednesday afternoon. 
Transportation—Shannon Douglas, spe- 
cial agent, chairman, is securing suffi- 
cient motor cars so that any request for 
individual or group transportation can 
be met, 





State Life’s Agency Convention 


_ The $100,000 and $200,000 Clubs of the 
State Life of Indiana held their annual 
meeting at Denver. About 125 members 
who had qualified in the clubs were 
present from all parts of the country. 
Charles F. Coffin, vice-president, Rob- 
ert E. Sweeney, associate agency man- 
ager, and L. B. McCracken, agency sec- 
retary, were present from the home of- 
hee. The three days were devoted 
chiefly to business, one afternoon only 
being given to sight-seeing or other re- 
creation. The home office representa- 
wes gave inspirational talks and most 
ot the sessions were in the nature of 
round table discussions of agency prob- 
ems. No formal printed program had 
been prepared but all present felt that 
every session was practically helpful. 





Kirkpatrick Joins Canada Life 


W. P. Kirkpatrick, who recently sold 
his business in Saskatoon, Sask., to the 
Coulthard (Insurance), Ltd., and was a 
well known fire insurance man at that 
point for many years, has gone to Van- 
couver, B. C., to become manager of the 
‘nvestment department of the Canada 
Life for the province of British Colum- 
bia. W. A. Coulthard, who was the fire 
‘insurance manager for W. P. Kirkpat- 
rick & Co. of Saskatoon for the past few 
years, now takes on the business under 
the above title. This firm represents 
many fire companies at that point, among 
them being four American companies. 


How Hunt Appeared 
In Garden of Allah 


F this cut were exhibited before a 
company of insurance men, members 
of the American Life Convention or any 
other where life insurance executives as- 
semble, not one out of 200 would guess 
that it is William H. Hunt, distinguished 





GRAND VIZIER W. H. HUNT 
Personal Representative of Abd-el-Krim 


president of the Cleveland Life, connois- 
seur of the fine arts, collector of ancient 
relics, cosmopolitan traveler and well 
known in business affairs in Cleveland. 
The picture was taken last March in the 
Garden of Allah at Biskra, Algeria. It 
shows Mr. Hunt in the costume of no- 
bility. If Mr. Hunt were a Moham- 
medan, he would appear in this way in 
official ceremonies. 


Penn Mutual Headliners 


In the Policyholders Month sales con- 
test, just ended by the Penn Mutual, the 
following were the headliners: 

General Agents—Largest number of 
lives insured, first, J. Elliott Hall, New 
York; second, J. E. Murray, Cleveland. 
Largest volume, first, C. J. McCary, 
Chicago; second, C. J. Iredell, Cincin- 
nati. Largest personal volume, first, 
Dan C. Holton, Huntington, W. Va.; 
second, W. S. Butler, Utica, N. Y. 

Special Agents—Largest number of 
lives, first, Thomas M. Scott, home 
office; second, E. C. Miller, Waterloo, 
Ia. Largest volume, first, Jack Lauer, 
Cincinnati; second, J. W. Mackelfresh, 
Cincinnati. Largest number of lives, 
first, R. W. McWilliams, Cleveland; sec- 
ond, S. M. Isaacs, Cincinnati. Largest 
volume, first, C. H. Anderson, Chicago; 
second, Albert Hopkins, New York city. 


Victory Life Expanding 

The Victory Life of Chicago, a negro 
company, has just been licensed to 
write business in Kentucky. The com- 
pany is now licensed in-eight additional 
states outside of Illinois, where it is in- 
corporated. These states include West 
Virginia, District of Columbia, Mary- 
land, Missouri, New Jersey, Texas and 
Ohio. The company was incorporated 
early in 1924 and has built up a splen- 
did volume of business among the col- 








ored people. 











(HP The MEDICAL LIFE 


Who considers every living person insurable upon 
some basis has just entered Illinois and South Dakota 
and has some very desirable territory open and is 
offering some very attractive Agency Contracts. 


Address inquiries to: 
F. H. Wight, State Agent, 


417 Citizens National Bank Blidg., 


Decatur, Illinois. 


and W. R. Leisure, State Agent, 
P. O. Box, 
Sioux Falls, South Dakota. 
Lid 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 


WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 











INCORPORATED 187! 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies 


from $1,000.00 to $50,000.00 


with premiums payable annually, 


and 
INDUSTRIAL Policies from $12.50 to $1,000.00 


with premiums payable weekly 
CONDITION ON DECEMBER 3i, 


Capital and Surplus.... 
Insurance in Force....... ° 
Payments to Policyholders . 





Total Payments to Policyholders since SS ie jepnechtmaapeie 
JOHN G. WALKER, 














Kaufmann’s 
Systeman 
Security Holder 


is the best leather container on 
the market designed to provide 
a place for Insurance policies, 
bonds and other valuable papers. 


Your client will appreciate that 
such a holder typifies quality 
service. The goodwill that it 
creates will be far in excess of its 
cost to you. It helps deliver 
extra policies. 





The Price is $2.25. 
There is a large size at $3.15. 
Liberal quantity discounts. 


For Sale by 


THE NATIONAL UNDERWRITER 


1362 Insurance Exchange 
Chicago, Illinois 




















semi-annually or quarterly 
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Clay 


A Company of 
Good Repute 


RENAL IEE RIT SGI SEATTLE TOL A OAL ROAST DEBATE 


SET OLS 








es and 
Enduring Service 


for every life insurance 
need makes West Coast 


Service Men successful. 


A splendid Agency 


Contract direct with 
Home Office is available 
for men of ability. 


Wesr 


INSURANCE COMPANY 


Coast Lire 


HOME OFFICE - SAN FRANCISCO 





The only company on the Coast carrying Group Insurance i Ti 
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| “Caveat Emptor’’ Rule 
_ Applies to Purchaser 


Of Assessment Policy 


T. LOUIS, MO., June 17.—‘Caveat 

emptor,” which means that the buyer 
is supposed to take a second look before 
he says “Yes,” was the lesson learned 
by James B. Guthrie of St. Louis, when 
he visited a justice of the peace court to 
defend a suit for $104.45 filed against him 
by James H. Harris, agent for the Na- 
tional Life Association of Des Moines. 
The justice found for the plaintiff. 

“He told me it was regular insurance. 
He said the flat rate on a $5,000 policy 
was $104.45 a year. He said it would 
never be any more. But when I got the 
policy and read it and it said that in a 
crisis they could make me pay a higher 
premium, that is when I stopped pay- 
ment on the check I had just sent him. 
That is why he is suing me,” said 
Guthrie in telling Justice Moone how he 
bought the life policy from Harris. 


Agent’s Version Different 


Harris’ version was somewhat differ- 
ent. It was that he had sold the policy 
to Guthrie after informing him that the 
premium would be $104.45 every 12 
months but that in an emergency he 
could be compelled to pay more. 

“Isn’t it a fact that you didn’t say 
anything about crises?” asked Guthrie’s 
attorney. 

“It isn’t a fact,” Harris replied. 

“Well, then,” inquired the attorney, 
“isn’t it a fact that you told Mr. Guthrie 
to cancel four policies he had in ‘old 
line’ companies?” 

“It is not a fact,” said Harris. 

“Now, Mr. Harris, did you, or did you 
not write letters for Mr. Guthrie can- 
celling his insurance in the other com- 
panies?” 

“Yes,” said Harris, 
asked me to.” 

Guthrie insisted that Harris told him 
to cancel his old line policies with some 
of the country’s strongest companies. 

“Harris told me to cancel all my ‘old 
line’ insurance,” he said. “He wrote let- 
ters cancelling it for me. I said, ‘Harris, 
are you sure I'll never have to pay more 
than $104.45 a year? My father bought 
some insurance once, Harris, and they 
raised his rate so high he couldn’t pay 
for it and he lost it.’” 

At this point Justice Moone inter- 
posed: “Has Mr. Harris some strange 
influence over you so that he can make 
you do what you don’t want to?” 

“No,” said Guthrie. 

“The judgment is for the plaintiff,” 
ruled the judge, “for after all the first 
thing that one learns in law is caveat 
emptor, which as everyone knows means 
that the buyer is supposed to take a 


“but only after he 











W. L. MOODY, JR. 
President 


ASSETS 
Real Estate Guant.. -$ 1,087,812.90 
C) Loa 6,890,667.38 
eevecccccccs 28,000.00 
1,935,186.95 
7,658,434.10 
1,684,481.43 
38,750.00 
880,582.96 


453,620.28 
1,413.07 





Interest Due and Accrued. . 

Deferred and Uncollected Pre- 
miums (met)......-+.+..+. 

Unearned Fire Ins. Premiums 


eecececccees $20,058,899.07 


INSURANCE IN FORCE 
DECEMBER 81, 1934 
$252,067,422.00 


ERS 





American National Insurance Company 
OF GALVESTON, 


SHEARN MOODY, 
Vice-Presiaent 


FINANCIAL STATEMENT DECEMBER 31, 1924 


TEXAS 
W. J. SHAW, 
Secretary 


LIABILITIES 
Net Reserve—American expe- 
rience table 3 and 354%, .$16,388,270.45 
Reserves for Death Losses in 
Process of Adjustment or 
Adjusted and Unpaid 
Reserve for Taxes and Depre- 
Ciation .....seerrseseveees 


Capital Stock. . .$1,000,000.00 
Assigned Fun 


Surplus ...... 2,106,517.56 


191,769.07 


167,652.47 
199,680.52 


eeeee 


Surplus Saeaty to Policy- 
Holder: 


8,106,517.56 
Total Liabilities......... $20,053,899.07 


eee eee enon eeeee 


GAINS MADE DURING 1924 

Increase in Insurance in Force.... 

Increase in Admitted Assets .... 

Increase in Surplus Security to Policyholders..... 

TOTAL PAID POLICYHOLD- 
SINCE ORGAN 


+ -$37,030,018.00 
2,983,310.58 
237,346.11 


eee tweet teens 


I- ADMITTED ASSETS 
$20,058,899.07 


$16,854,307.56 

Ordinary Life, Industrial Life & Accident Insurance to Meet the Requirements off Every 
Insurable Person. 

HOME OFFICE BUILDING 


Operates in Twenty-Two States. the Republic of Cuba and Territory of Hawaii 
verages, $754,650.00 per Month 


Gross Income A 











second look before he says ‘Yes.’” 


Special Force for Big Group 


Twenty-five expert organizers, repre- 
senting the Prudential, led by John H. 
Birkett, head of the group insurance 
division of the company, have left New- 


lark for the central west and south to 


direct the task of enrolling more than 
60,000 railroad employes covered by the 
group policy written recently for the 
Louisville & Nashville, Louisville, Hen- 
derson & St. Louis and Nashville, Chat- 
tanooga & St. Louis railroads. These 


men and women are scattered over 13 | 


states and in more than 30 cities and 
towns. 

Each of the Prudential home office 
representatives will be met at the point 
to which he has been assigned by a 
squad of assistant superintendents and 
the entire force then will proceed to 
cover every section of the railroads. 


Fraternal Congress Meets in Duluth 
The National Fraternal Congress will 


meet in Duluth the week beginning 
Aug. 10. Thomas F. McDonald of the 
Catholic Order of Foresters of Chicago 
is president. Miss Bina M. West of 
the Women’s Benefit Association, ra 
Huron, Mich., is vice-president. W. 

Futch of the Brotherhood of Bsn 
tive Engineers, Cleveland, is secretary. 





CAN YOU USE 
a capable Agency Supervisor who j 
at present employed? Can furnig 
A-1 references both as to characte 
and ability. 
Address O-54 
Care The National Underwrite, 
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A Man 


You are one man in a thousand. yet 
you are the only man we shall eve, 
consider for this important position 


It is that of traveling representative 
of the home office, doing executive 
work with our general agents, 


You will be paid a salary of $5) 
and expenses the first year ang 
$6,000 and expenses the second year 
Thereafter your opportunity fq 
advancement will be unusually 
splendid. 


You must have written and paid for 
$200,000 of personal business within 
the past twelve months. You mus 
have a reputation for untiring en. 
ergy and a working knowledge oj 
the life insurance business. Of cours 
you must be of absolute honesty 
No exception will be made to these 
requirements. 


We cordially invite your correspond- 
ence. Address O-49, care of this 
paper. 























HOME LIFE 


Insurance Company of New York 


ETHELBERT IDE LOW, 
President 


The 65th Annual Report Shows: 


Premiums received 
during the year 
EE ce ebenedcsesi 
Payments to Pol- 
icyholdersand their 
Beneficiaries in 
Death Claims, En- 
dowments, ivi 
dends, etc. ....... 
Increase in Assets 2,801,996 
Actual Mortality 62.4% 

of the amount expected. 
Insurance in 


Seissdawl $260,530,414 
Admitted Assets 51,457,218 


$8,003,453 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 


Rooms 601-606 The Fourth Nat. Bank 
Building 
CINCINNATI, OHIO 
HOYT W. GALE 
508 Union Trust Bidg. 
CLEVELAND, OHIO 
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TREND OF MORTALITY IS ANALYZED 
BY HEAD OF ACTUARIAL INSTITUTE | 


vl 











An ana 5 J : - 
ed on available life insurance statis- 


~ was made by Percy H. Evans, ac- 
ary of the Northwestern Mutual Liie 
d president of the American Institute 
+ Actuaries, in his address before the 
nual meeting of the Institute in Chi- 
go last week. Mr. Evans said, in 


There are few subjects that excite 
ular interest more readily than the 
pan of human life. The least signifi- 
ant table printed in life insurance rate 
oks is the “expectation of life” yet 
he laymen who examines one of these 
anuals will always stop at that page 
nd read the tabulated “expectation” at 
is own age. This very natural and 
uman interest in the remaining period 
{ vital existence is responsible for the 
uecess of propaganda based on state- 
ments of alleged statistical results which 
bre often absurd exaggerations. I have 
<omewhere seen a statement made with 
the appearance of an established fact 
that in consequence of some social ac- 
tivity or other the span of life has within 
a very short period been increased 12 
years. 
; Changes Are Shown 
“Probably the actuary of any company 
who has placed on his desk a digest 
of the results of successive mortality 
investigations covering a long period of 
time will find reason for being impressed 
by the changes in the mortality rates. 
The following is a digest such as I have 
in mind, covering a number of suc- 
cessive issue groups: 
Medico- 
Actuarial Table 


American 
Men Table 


os .e 2. os «se 2 
» se BS on Se ws 
2. & Bs 2 Swe 
Issues =e “02 <0 pw “Se “i 
1885-1890 95.7 97.7 97.4 ... «.. . 
1891-1895 86.4 96.0 94.1 ... ... ee 
1896-1900 73.2 91.2 81.6 ... ... ee 
1901-1905 76.3 80.9 79.0 84.2 76.4 2 
1906-1910 68.0 78.0 70.9 75.3 74.3 9 
1885-1905 80.5 92.3 89.3 89.0 87.3 7 
1885-1910 76.3 91.4 86.5 84.3 86.5 8 
1906-1915 =... wwe eee «678.0 =79.5 8 
1906-1915 * °, ag 71.8 68.0 8 








*Excluding flu and war losses. 

“It is scarcely necessary to mention 
the fact that life insurance experience 
can give no exact value to forces oper- 
ating on population vitality, not only 
because the lives are selected but be- 
cause the selection has been more or 
less different at different time. A med- 
ically selected group does not cease to 
be select at the end of five or any other 
number of years. However, the exclu- 


sion of the early policy years does 
mimmize the effects of selection and 
uncover to some extent the effect, if 


any, of improvements in medical, sani- 
tary and hygienic science. 

“The following tabulation shows for 
three large groups the mortality experi- 
ence by attained ages after the fifth 
pokey year by the American Men (ulti- 
mate table: 

Issues 1906-1915 
ex. to ann. 1920 


% © » 2 
} pes awe = = _ 
s. ge= Se et eft 
Sq 3 . -—c . 8 S oe 
sh SE 0 OCU ER OE OBESE 
wat ane =a ~@ 42s 
20-24 62.3 132.1 65.9 80 
25-29 98.4 118.4 60.8 84 
0-34 91.7 107.7 61.4 59 
35-39 88.9 93.2 68.4 92 
40-44 86.9 76.3 64.3 52 
5-49 85.2 75.2 69.7 73 
50-54 87.8 76.9 71.4 55 
5-59 86.1 73.5 70.5 68 
$0-64 84.0 65.8 61.9 76 
“ey 92.0 76.4 68.9 74 
Lh 5 89.8 113.0 108.7 88 
iS=79 90.6 ian ~ ee 83 
80. 73.0 90 
Total... 87.3 79.5 68.0 69 
“The exclusion of death losses of 
$3,709,800 from the 1906-1915 group, 
covering all the deaths during 1918, 
1919 and 1920 from influenza, pneu- 


monia and military or naval causes re- 
sulted in a reduction of the rate from 
19.5 to 68 percent. This ratio is doubt- 








lysis of the trend of mortality, | less considerably less than the result 


would have been if the pandemic and 
the war had not occurred. It is certain 
that the ratio for this group would have 
been higher than the experience during 
1924, and possibly as high as 72 percent. 





“The variations in selection at differ- | 
| ent times, whether resulting from com- 


pany policy or efficiency, be 
compensated. 
particular groups there was little if any 
change in company policy during the 
period covered but there was without 
doubt considerable improvement in effi- 
ciency. Improvement in the system of 
inspections may be mentioned. Also 
the group issued 1906-1915 had the bene- 


cannot 


In the selection of these | 


fit of blood pressure reports beginning | 
in a limited way in November 1906 until | 


at the end of 1912 some 90 percent of 


the applications contained a blood pres- | 


sure reading. 

“However interesting these 
may be at any time and especially when 
American companies are giving so much 
attention to insurance without medical 
examination, it seems clear that the fig- 
ures do little more than suggest that 
during the past 40 years there has been 


results | 


| an 
| rates which has supplemented the med- 
| ical selection of life insurance risks. 


—e— 


improvement in general mortality 
Oj 
course the answer to the question, cer- 
tainly the best answer and probably 
the only possible answer, is to be found 
in the work of our own Dr. J. W. Glover 
in constructing the United States Life 
Tables from the census return. 
tables show the following expectations: 
United States Life Tables 
Com Expectation 





$0 1910 
1890 0. RS oO. R. 8. 
Mass white white 
Age male male male 
2 51.57 55.54 
7 50.60 53.03 
12 46.82 48.85 
17 42.82 44.57 
22 39.30 40.71 ; 
27 36.02 37.06 7.2 
32 32.72 33.43 3.3 
37 29.38 29.87 9.6 
42 26.03 26.33 25.5 
47 22.69 22.82 2. 
52 19.44 19.40 9 
57 16.42 16.16 5. 
62 13.56 13.17 2. 
67 10.80 10.48 0.5 
72 8.42 8.11 a 
77 6.41 6.09 6 
82 4.76 4.54 4.§ 
87 3.27 3.39 3.4§ 
$2 2.19 2.54 2.70 
“Considerable discussion ensued when 
|it was found that the census of 1910 


| showed a decrease in the expectation at 


the older ages where degenerative dis- 
eases make their appearance. Life in- 
surance results had not shown evidence 


of increase in such ailments. However 


These | 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


| relation 
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when the results of the 1920 census be- 
come available the fear that modern 
conditions of life were causing an in- 
crease in such diseases was quieted. 
The results of the 1920 census are of 
course very satisfactory but it seems to 
me that we are unduly optimistic if we 
expect the next census returns to show 
a marked increase over 1920 because I 
believe the 1920 expectations were favor- 
ably influenced by the influenza epi- 
demic. 

“It appears to be the general opinion 
among actuaries that during the next 
twenty-five years interest rates will tend 
downward. There is also a possibility, 
at least, that during the same period 
we may, in the case of lives selected 
with that end in view, also realize some 
further decrease in mortality rates in 
consequence of improved living condi- 
tions, research and education. Whether 
or not conservation of life activities will 
make any permanent change in the 
curve of racial evolution it is read 
geologic ages hence; whether such ac- 
tend to conserve and increase 
desirable human characteristics or to 
perpetuate the undesirable; these seem 
to me questions for the biologist rather 
than the actuary who has a very definite 
to a group of living persons 
with whom contracts have been made 
involving life contingencies.” 
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tivities 























prospects. 


Texas. 





Write today to 


Geo. L. Grogan 
Manager of Agencies 


A Program of Expansion 


Your Attention is Especially Directed to the 
“History in Figures” Below. 


Liabilities Surplus and 

End of Admitted Including Contingent Policy Holders Insurance 
Year Assets Capital Reserve Reserve in Force 
a: oe $ 209,109 $ 70,358 $ 8,S0 $ 1,301,774 
1913 sebeenvees coccee 447,805 382,794 64,301 177,252 5,017,574 
EE Sn0cecsececssccecese BED 999,625 140,983 785,414 9 

i sindessseeeses ° 1,329,362 1,189,053 140,309 978,205 12,538,712 
aes 1,437,972 152,446 1,225,573 15,068,390 
Se "bendcesusbibnese ... 2,000,827 1,882,556 178,271 1,589,119 17,542,346 
 eadanese puetes . 2,334,190 2,133,840 210,350 1,892,753 17,548,118 
i ninedees eéeee ... 2,641,750 2,358,665 783,085 2,113,221 18,109,824 
a ee ee 2,606,433 330,548 2,356,127 20,067,450 


We offer policy contracts to meet every human 
need that can be served by life insurance, coopera- 
tion to satisfy every reasonable request by an 
agent, and a unique pre-approach plan that will 
furnish you with an unfailing supply of live 


Choice Territory Available in Missouri, Kansas, 
Oklahoma, Arkansas, Ohio, Pennsylvania, and 


Bank Savings Life Ins. Co. 


Home Office, Topeka, Kansas 
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What Do You Sell? 





Concord 


All three are important, of course. 
our mind the policy is especially so. If 
you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent,‘we invite you 
to consider seriously the United Life policy, 
“A Policy You Can Sell.” 


Service, Company, or Policy 


—w hic 


But to 


Any natural death......cccesecee $ 5,000 


Any accidental death............ 
Certain accidental deaths......... 15, 
Accident Benefits $50 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 








Inquire! 


If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Reed, will tell you all about it. 
direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


New Hampshire 


Write him 


| 
h 
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of Worcester, \ 
credit for introducing the non-medical 
life insurance plan in the United States. 
The Phoenix Mutual was perhaps the 
second company to adopt the plan, al- 
though by that time the Massachusetts 
Protective had upwards of $1,000,000 of 
paid business on its books, written on 
the non-medical 
Johnson for a number of years had been 
studying English, Swedish and Canadian 





| 
} 


companies and making a careful investi- 
gation of ‘ 
from the non-medical standpoint. 


course they followed could in general. be 
adopted by 











business. 





Those considering life insurance as 
a profession are invited to apply to 


of New York 
34 Nassau Street, New York 





THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and successful 
It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


The Mutual Life Insurance Company 




















OUR FIELD 


million and a 
i s im this 


Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 


good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
commissions—but we are ‘‘hard- 


eral 
- boiled’’ on advances. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


S. M. CROSS, President 

















therefore put the plan into operation so 
far as his 
| September, 1924. 
| Life started its department in Decem- 
| ber. 
“Insurance Age” of Boston in its issue 
of Oct. 17 
| non-medical selection and gave some 
conclusions about it. 


Vice-President Massachusetts Protective 


setts Protective had the plan in use at 
the time he wrote this article. 


tribution: 


medical plan, as thus described, has al- 
ready been proven by the experience of 
the English, Swedish and Canadian com- 
panies. 
cessfully followed 
under certain definite restrictions to be 
rigidly insisted upon. 


cants over age 45. 
cases of degenerative 
45 to 65 to justify any attempt at selec- 
tion without medical examination at the 
older ages. 


ination to 
maximum. 
represent, 
payments on their misrepresentations, in 
order that someone may collect $1,000 or 
$2,000 after their death. 
medical 
With larger amounts there would be a 
greater 
plan would not prove safe. 


plant should not accept business or per- 
mit their general agents to accept busi- 
ness from brokers, 
other companies, or even from part-time 
agents of their own companies. 
should be a certificate required from the 
agent 


W. C. Johnson Started 
Off Non-Medical Plan 
In the United States 


C. JOHNSON, vice-president of 
* the Massachusetts Protective Life 
Mass., should be given 


plan. Vice-President 


their experience, especially 


He. came to the conclusion that the 
American companies. He 


company was concerned in 
The Phoenix Mutual 


Mr. Johnson had an article in the 


last, in which he reviewed 


The Massachu- 


WILLIAM C. JOHNSON 


Life 


Mr. Johnson’s Comment 


In part Mr. Johnson said in this con- 


The general practicability of the non- 


I have no deubt it can be suc- 
in the United States, 


1. Require examination of all appli- 
There are too many 
impairment from 


Make %2,000 the Maximum 


2. Limit acceptances without exam- 
not more than $2,000 at a 
Few men will cheat and mis- 
and then risk cash premium 


Use the non- 


plan only for small policies. 


temptation for fraud and the 


Selection by Agents 


3. Companies using the non-medical 


or from agents of 


There 


a 
only that the application is one he 

personally solicited, but that no a 
mission on the case is to be ae 
other than a licensed, full-time agen. 
the company. The objection to ‘te 
business from brokers, or agents aan 
ccempanies, which require examinati.,_ 
obvious. On, ip 


4 


Part-Time Men Not Traineg 


As to part-time men, their empl 
ment in general has been one digeys., 
for years by agency associations »,, 
up of full-time men, and company « 
cials in general have seemed indiffer,, 
whether agents were full-time 
time. We suspect their  indiffer, 
would vanish if they mad up . 
claim experience on business submitts 
through a period of years by Dart-tim, 
agents. The full-time man is apn oa. 
getter. The part-time man is too om 
merely an order-taker; he is usually ny 
a trained insurance salesman; ordinay 
he does not succeed in writing app) 1 
tions where real salesmanship, or kno, 
edge of the insurance 
quired; but is more apt to secure on 
the business easiest to write, which « 
the poorest business—the business whia 
costs the companies most in claims 


OT part. 






































business, js », 


Suggestions Are Made 


While every company has part-tin 
agents who thoroughly understand thy 
task and are valued and respected, yw 
they are comparatively few in numbe 
and those companies’ which empl 
many part-time agents find from ther 
‘experience that it is unfortunate to , 
low a man to sell insurance who is pr 
marily engaged in some other line of 
business and is only giving secondar 
or incidental attention to the insurane 
business. 

If life companies try to segregate th 
good risks from the questionable risk: 
on preliminary papers, they will | 
my judgment succeed if they thw 
deal only with the group under ag 
45; if they order examination in every 
case which presents the slightest ques- 
tion as to physical record or condition 
if they use this plan on the smaller 
cases only; and if they permit only their 
own trusted full-time agents to handle 
the plan, and require such agent to per- 
sonally recommend the risk. 


ALL RECORDS PASSED 
IN NEW PAID BUSINESS 


(CONTINUED FROM PAGE 3) 


five-month period, ordinary amounted 
to $3,139,403,006, an increase of $325; 
826,000 or 11.6 percent; industrial 
amounted to $933,342,000, an increase o! 
$120,946,000 or 14.9 percent; and group 
amounted to $252,054,000, an_ increase 
of $103,195,000 or 69.3 percent. 

The amounts of each class of insur- 
ance written by these 45 member com- 
panies during the first five months of 
1924 and 1925, as well as increases i 
1925 over 1924, are shown in the fol- 
lowing table: 


Ordinary Insurance 


1925 


Month 1924 25 
..-$ 492,558,607 $ 537,503,750 





$2,813,576,876 $3,139,402,843 114 


Industrial Insurance 


173,628,947 
$ 812,395,700 $ 933,341,532 
Group Insurance 





1924 9 

19,126,798 $ 969, 

15,421,426 36,7 

35,039,527 

44,269,082 66,4 

35,001,786 39,1 
25 


$ 148,858,619 $ 





053,672 


9 
- 


A. 
George I. Cochran, president; Lee * 
Phillips, vice-president, and W. H. Yo 
vice-president and general counsel of —* 
Pacifie Mutual Life, were recent visitor 





in every non-medical case, not 


to Seattle. 
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) LOCAL TAXATION 
ON POLICY RESERVES 


Dhio Law Construed in Court De- 
cision Involving Assessment 
of Nearly $200,000,000 





ULING ON 4 QUESTIONS 





Distinction Made on Life Company Lia- 
bilities in Light of Statutory 
Definitions 





Local taxation of reserves on policies 
of life companies in Ohio is forbidden 
ynder a decision by Judge John A. Cald- 
well in the court of common pleas in 
Cincinnati on Tuesday. The court held 
that the reserves are debts or liabilities 
of the companies for taxation purposes 
3s well as for other purposes and can 
be deducted from the assets in comput- 
ing the amounts for which the companies 


can be assessed. 

William E. Hess, the county auditor } 
of Hamilton county, had refused to al- 
low the deductions in computing the as- 
sessments against the Union Central 
Life, Columbia Life, Western & South- 
ern, Ohio National and Federal Union 
and the companies brought suit to test 
his action. The decision relieves from 
taxation in Hamilton county nearly 
$200,000,000 of reserves, held by the five 
companies. 

Passed on Four Points 


Judge Caldwell’s decision passes on 
the following questions: 

Is the reserve of an Ohio life insur- 
ance company a debt? Have the statutes 
of this state declared it to be a debt for 
taxation purposes or otherwise? Have 
the companies the right to deduct debts 
from credits? If the statutes have so 
declared, are such statutes constitu- 
tional ? 

Comment on Life Reserve 


“The ordinary acceptation of the word 
‘reserve,,/ as the court understands it,” 
Judge Caldwell said, “is that of a fund 
separate and distinct, usually consisting 
of securities, or even money, set aside 
for a certain exclusive purpose, to be 
drawn upon the happening of the event 
or contingency anticipated in the cre- 
ation of the reserve, such as, for illus- 
tration, reserves of national banks. The 
reserves of life insurance companies, 
however, are totally dissimilar and not 
only are separate and distinct funds set 
aside, but are a measurement on ascer- 
tamment of liability or obligation and 
made by the state pursuant to statutory 
mandate, to meet which the companies 
must at all times have certain approved 
securities,” 


All Resources Can Be Drawn On 


“Nor can it be said that these approved 
Securities constitute this so-called re- 
Serve, as all investments of a life insur- 
ance company in the state must be in 
securities approved by the state, and all 
its investments and resources are a fund 
upon which to draw to meet its policy 
obligations. Hence it could with just 
as much force be claimed that all its 
resources, real estate and personal prop- 
erty is a reserve fund, as to state that 
any particular sum, less in amount than 
its entire assets, and representing only 
the exact amount of its policy obliga- 
tons as figured by the state, is to be 
called a reserve fund. 


Reserve Owed to Policyholders 


“The court is of the opinion, there- 
fore, that the reserve is in no sense a 
fund or asset, but is exactly, as defined 
by statute, the amount of its policy obli- 





patens, the amount owing to its policy- 
olders, estimated in a certain fixed way, 


on a certain basis, by the state, as pro- 
vided by statute, against which and to 
meet which a company must at all times 
have a certain amount of resources or 
assets, the taxability or non-taxability of 
which being beside the question, as they 
may be invested in non-taxables, such as 
Liberty bonds, or taxables, such as 
mortgage notes.” 
Ne Contrary Decisions 


Judge Caldwell said that not a single 
authority had been produced by the at- 
torneys wherein a court had a different 
view from that which he maintained. 

Caldwell answered his second ques- 
tion, whether the statutes have declared 


the reserve to be a debt for taxation pur- | 


poses or otherwise, by saying: 

“No unprejudiced mind can read the 
statutes of this state, governing, restrict- 
ing and controlling the conduct and 
operation of life insurance companies 
without coming to one conclusion as to 
the intentions of the legislature toward 


this so-called reserve, and how it is to | 


be treated by life insurance companies, 
both for taxation purposes and other- 
wise. The mere reading of these suffices 
to show that to reach any conclusion 


other than that the legislature deliber- | 


ately intended the reserve to be consid- 


ered and treated as a debt or liability | 


would be to close our eyes to the plain 
meaning of the English language.” 


Statute Is Constitutional 


On the question of the constitutional- | 


ity of the statutes involved, Caldwell 
said: 

“The only retreat left to the defend- 
ant (the county auditor) was to attack 
the constitutionality of sections 5427 and 
9357. The court can not see, nor has any 
argument been advanced to justify it in 
holding that the passage of section 9357 
is an unwarranted exercise of legislative 
power.” 

To reach any other conclusion but 
that he arrived at, Judge Caldwell said, 
would be “violative not only of the 
statutes of this state, but of the most 
fundamental principles of life insurance, 
and a shock to a most beneficent quasi- 
public institution, which would be too 
far-reaching in its effect to be justified 
without the clearest reasons. 


Debts for Tax Purpose 


“Therefore, the court is convinced 
that the policy of the companies is law- 
ful in treating their reserves as debts 
for purposes of taxation—a policy pur- 
sued by one of them without objection 
for more than half a century, and in 
accordance with which enormous sums 
of money have been collected as premi- 
ums from policyholders, invested for 
their protection, and policy contracts 
issued accordingly.” 

The amounts of reserve, as brought 
out by the hearing before Judge Cald- 
well, as as follows: 


Union Central .......... $155,476,923.70 
NES eee ae 1,876,710.07 
Western & Southern.... 25,174,022.00 
Ohio National .......... 3,230,823.00 
Federal Union .......... 414,112.91 


WHEN TWO PROSPECTS 
ARE TOO MANY 


“Sometimes our best hunches come 
by accident. That is the way I learned 
to sell to partners. I lost many a sale 
by bringing the partners together and 
trying to sell them both at one time, or 
by seeking each one separately. One 
day I had just finished talking to one 
member of a firm of partners. I left 
the store intending to come back later 
and see the other. When I returned, 
the store was empty, but I heard voices 
in the back room. The man I had 
interviewed was talking to his partner 
and actually trying to sell him my line 
He was using arguments I never could 
have used, based on an intimate knowl- 
edge of their own business. And while 
I stood listening, he made the sale. 
Believe me, after that I changed my 
method of selling partners. I saw one 
of them only and then let him sell the 
other. After that I rarely lost such 
sales.”—Printers Ink. 


| 
| 
| 
| 
| 
| 
| 




















Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 


“Conscientious Co-operation 
given Ambitious men, with or 
without previous experience.” 





HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


Tom Poynor 


J. L. Mistrot a 


President 























Capital $200,000 





HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissett, Vice Pxes. 
DAYTON, OHIO 
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Development of Business Press 


Cuar_es Dosrs, managing editor of the 
“Insurance Field,” presented in a _ very 
striking way at the meeting of the INsurR- 
ANCE ADVERTISING CONFERENCE the policy 
of the modern insurance business paper, 
which is built on the principle of service 
to the cause to which it is allied. Mr. 
Dorss graduated out of the daily news- 
paper school, being a reporter for the 
New York “World.” In the editorial end 
of the daily paper, although the counting 
room is a very necessary adjunct to the 
news department, the men look on the 
business side of the publication with a 
certain amount of cynicism. 

Mr. Doprs traced the evolution of the 
insurance trade newspaper to its present 
position, showing that the change in atti- 
tude of the men in the business toward 
the trade press came, when the latter in- 
jected into its advertising columns the 
virility and interest that made them at- 
tractive, dynamic and readable. With the 
marked change in sentiment toward the in- 
surance business itself on part of the pub- 
lic, has come the same change of attitude 
of insurance toward its business press. 

Mr. Dosss took the position that the 
insurance press did not adequately repre- 
sent insurance, because its advertising 
pages did not vie in interest with the news 
columns. It was at this time that the in- 
surance publishers began to study the 
needs of insurance companies from an ad- 
vertising standpoint. This, as Mr. Dorrs 
points out, has reSfilted in the highly im- 
proved character of the business papers of 
insurance. Insurance trade paper pub- 
lishers have not only studied the needs of 
their advertisers, but their readers also. 
This has brought about an increase in cir- 
culation, a wider distribution of their prod- 
uct and a greater influence in all directions. 

The insurance trade papers that have 
adopted modern standards are being closely 
read, as Mr. Dosss points out, by those 
who sell insurance. The insurance papers 
are performing their greatest service in 
educating the sellers of insurance, who 
come in contact with the buyers and who 
really create the insurance atmosphere of 


More Good Salesmen—More Production 


THE more intelligent and businesslike 
men selling insurance, the more will be 
sold, the more customers created, a greater 
liking for insurance cultivated and more 
prospects be found. When many old line 
life insurance companies withdrew from 
Wisconsin some years ago, because of the 
unjust laws, it left but a few companies 
in the state. There were fewer agents 
working in the field. 

Life insurance production had a big 
slump. There were not enough educators. 


the country. The American agent has 
been able to become a better salesman, to 
develop a larger business, to canvass the 
public far more intelligently, because of 
the progressive ideas that have been im- 
planted in his mind. The great army of 
workers, as Mr. Dosss shows must be 
kept mobile, informed and alert. It is 
just here that the business papers of 
surance are needed in the great field of 
underwriting. 

Mr. Dosss reaches the following con- 
clusions as to what has been done through 
the new tone and character of insurance 
advertising in recent years, 

1. Insurance advertising has added to 
the influence and importance of its press; 
made it more representative of the busi- 
ness itself. 


2. It has also shown insurance that 


it 














A rechecking of the record made in 
May by F. W. Felkel, general agent of 
the Continental Life of St. Louis at 
Anderson, S. C., shows that he wrote 
568 applications last month, or only one 
less than the latest “world’s record” 
established in April by Ray L. Korn- 
dorfer of the Aetna Life in New York 
City. The first report sent out gave 
Mr. Felkel credit for only 521 applica- 
| tions last month, which was a notable 
| record in itself, particularly in view of 
the fact that he operates in a territory 
where prospects would not be supposed 
to be any too plentiful and that he had 
already made one 30-day drive of a 
similar character in his territory, secur- 
ing 320 applications in October, 1924, 
which was a record number at that 
time. In his drive last month Mr. Fel- 
kel collected a total of $9,000 or more 
in premiums. 

He also claims the distinction of be- 
ing the first agent to write 1,000 appli- 
cations in a 12-month period and is 
now out to set a mark of 1,000 for 60 





days. He will prolong his present drive 
in an effort to set that record. He 
passed the 1,000 mark for the year dur- 
ing the May effort. 


Prior to starting his drive Mr. Felkel 
arranged his plans so that he could at- 
tain the maximum for a minimum 
amount of effort. He sent out personal 
letters to many friends telling them that | 
he was out to see a new world’s record | 
and intended to call on them during the 
month. 
over the telephone. During his drive he 
was accompanied by an examiner. He 
also sought settlements in each case 
where it was possible to do. 





actually has something to advertise | 


and so has paved the way to the greater 


and surer development of a great busi- 
ness. 

3. It has materially improved 
literature of the business by the develop- 
ment of ideas. The very fact that copy 
must be prepared regularly for the gen- 
eral insurance public has had its effect 
upon circulars, house organs, etc. 

4. It has created business. 
good advertisement has been 
business development; a spur to some 
agent somewhere. Direct results from 
insurance advertising must ever be in- 
tangible where the appeal is to the busi- 
ness producer instead of the customer. 

5. Jt minimizes competition. Produc- 
ing agents take pride in representing a 
good advertiser. Competing agents are 


Every 
a spur to 


desirous of representing companies 
which advertise. We have customers 
who tell us that they have actually 


“planted” through advertising and in the 
highest grade agencies. This is a phase 
of the subject so interesting and im- 
portant that it would warrant treatment 
in much greater detail. 

6. It has improved office morale, tone 
and progressiveness of the advertiser. 
There is something psychological about 
advertising which has the equivalent in 
the old saw of “putting your best foot 
forward.” When you say a thing, some- 
thing inside you compels you to try to 
live up to it. 

7. It has stimulated good advertising 
among producing agents. Agency adver- 
tising has meant a friendlier and more 
interested local press. 

8. It has given the producing agent 
a better understanding and greater ap- 
preciation of all insurance and therefore 
has had a direct result in the improve- 
ment of public relations so called. 


Credit insurance is being sold more today 
because there are more people soliciting it, 
telling prospects about it and demonstrat- 
ing how it fits in to modern business needs. 
Sometimes insurance men feel there are 


too many salesmen in the ranks. There 
are never too many intelligent, well de- 
veloped salesmen. There may be too 


many ignorant and incompetent ones. The 
more frequently insurance is intelligently 
presented, the greater will be the amount 


the 


| 
| 
| 
| 
| 
| 


Mr. Felkel joined the Continental 
Life on August 15, 1923, and last vear 
won the presidency of the Clic Club 
with the largest personal production of 
any of its agents. 


H. G. Scott, Jr., a son of the vice- 
president of the Reliance Life and also 
one of the company’s general agents at | 
Los Angeles, was painfully injured re- | 


cently as the result of an accidental fall | 
| surance commissioner of Missouri. 


and is now laid up at his home in Pasa- 
dena with two fractured ribs. It is re- 
ported that he recovering rapidly | 
and expects to out again very 


1s 


be 


| shortly. | 


| icvholder 








sold. 


| early 


Among the notables added to the pol- 
family of the International 
Life of Missouri is Johnnie Koval, St. 
Louis marble champion. Johnnie Ko- |! 
val is only 14 vears old and thus is 
starting his life insurance career at an | 
age. The policy which was for | 
$2,000 was placed by Jacob Stantic of 
the International. 


In the eight leading producers of the 
American Life of Detroit for May ap- 
pear the names of President Clarence L. 
Ayres and Vice-President Harold P. 
Trosper. In other words these men are 
put on the same footing as the regular 
agents and crashed through with a suc- 
cessful production record. Mr. Ayres is 
credited with one $50,000 case, during 
the month and Mr. Trosper with one 
amounting to $17,400. Mr. Trosper se- 
cured one application of $10,000. It is 
seldom that two officers of a company 


get on the leaders list in one month. 
Mr. Ayres’ production for the month 
was $55,000. Mr. Trosper wrote $40,- 
434. 


Chester C. Nash, Jr., of Evanston, 
Ill., associate editor of THe NATIONAL 
UNpERWRITER at the Chicago office, is 
retiring from the staff of that publica- 
tion this week. On August 1, he will 
become the editor and publisher of a 
well established weekly county paper 
in northern Illinois. Mr. Nash joined 
THe NATIONAL UNDERWRITER four years 
ago, and by faithful, consistent and in- 
telligent service, made himself of real 
value to the publication. He is a 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS = 


He also landed some business | 


| followed. 





| 








| CHESTER C, NASH, JR. 
Associate Editer of The National Unde. 


writer, who becomes head of 
His Own Paper 


graduate of Northwestern Universi 
| During his college period he was cop 
| nected with the Evanston Public Li 
| brary. On Monday of this week Mr 
| Nash’s associates of the Chicago offic 
| of THe NATIONAL UNDERWRITER gave him 
|}a luncheon and presented him with a 
| . c . 

| pair of cuff links. 


| A. C. (Tex) Bayless of Houston le 
| all Southland Life agents in the produc 
| tion of business in May, Clarence Linz, 


| vice-president of the company, a- 
| nounced this week. Mr. Bayless per- 
sonally wrote $260,000 worth of ac 


| cepted business during the month ani 
his agency produced a total of $495,000. 


Ben C. Hyde has been reappointed in- 
Mr. 
Hyde has served the state in this de 
partment to the satisfaction of the 


|‘authorities and his reappointment means 


an approval of the policy, that he has 
He has been active in the In- 
surance Commissioners Convention and 
is one of the well known insurance com- 
missioners of the country. 

Governor Baker said that he decided 
to rename Mr. Hyde because “he had 
made a good officer and there was no 


| reason for making a change in the de 


partment.” The reappointment of Sv 
perintendent Hyde was not unexpected 
and was predicted many months ago by 
close students of Missouri insurance 
and political conditions. 

Despite his litigation with the stock 
fire companies over rates and his fight 
on behalf of the Missouri reciprocal 
concerns seeking admission notably to 
Massachusetts and Rhode Island, Sv- 
perintendent Hyde’s record in office has 
been one that appealed to the average 
Missourian, and, as he is presumed to 
be serving the people of the state and 
not any particular branch of the insut- 
ance business, it was obvious that he 
would be renamed by Governor Baker. 

Aside from his conflict with the com- 


panies, Superintendent Hyde has —_ 
wit 


a decided tendency to cooperate. 

and aid the insurance agents of the 
? 

state. In recent months he has put 


into effect several rules designed to aid 
the agents in their business. He tight 
ened up on the granting of licenses 10 
brokers and also put into being regu 
lations as to the extension of credit of 
insurance that has aided the agents and 
the companies to obtain settlements 0 
their policies. 

H. L. Quigley of the Seattle agency 
of the Northern Life has, for the fourth 
year, been declared “leading undet- 
writer” of the company. His name will 
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ngrave ; 
Ot faches, which the company keeps in 
=< head office in Seattle and which has 


east for a total of 25 names of leading 
sf for the first quarter cen- 


underwriters 


are seven) spaces yet unfilled. 


Miss Estelle MacMillan, who has 
been with the Prudential for 41 years, 
and Mrs. Anna M. Powers, who has 
served the company — 35 years, have 
heen given the title of assistant super- 
yisor. They are the first women ever 
to be so distinguished. The rank was 
conferred upon them by the president, 
Edward D. Duffield, upon the recom- 
mendation of the executive officers, in 
recognition of the excellent service 
they have rendered the company in 
yarious Capacities. 

Both have had unusual insurance ex- 

ience for women. They entered the 
feld in the early days and have kept 

ce with its development. Miss Mac- 
Millan has been acting in a supervisory 
capacity for several years. Mrs. Pow- 
ers is an expert in industrial insurance 
procedure. 


The Springfield Life of Springfield, 
Ill, announces the death of its general 
attorney, William B. Risse, at his home 
in Springfield. Mr. Risse was directing 
head of the legal department of the 




















don the bronze tablet, 17 by | Springfield Life, and its predecessor, the 


Court of Honor Life Association, for 
more than 25 years. He was a promin- 
ent figure in legal circles of the life 
insurance system especially so on the 


tury of the company’s history. There fraternal side. 


For the past 12 years Mr. Risse was 
an intermittent sufferer from diabetic 
ailments and some years before his death 
passed through several major operations. 
Burial was at Carthage, Ill., his boy- 
hood home. 

H. E. Fullenwider, former state’s at- 
torney at Springfield, Ill., has been ap- 
pointed to succeed Mr. Risse. Mr. Ful- 
enwider takes charge of the legal de- 
partment at once. 

Eugene A. Hanks, 70, assistant sec- 
retary of the Wisconsin National Life, 
died at his home at Fond du Lac, Wis., 
last week, after an illness of about five 
months. Death was due to high blood 
pressure and organic heart disease. Mr. 
Hanks sustained a stroke of paralysis 
about three months ago and for a time 
his life hung in the balance. He rallied, 
however, and was planning to return to 
his office duties shortly before his death. 
He entered the insurance business 35 
years ago in Minneapolis, later joining 
the Equitable Life, with which he was 
associated for about ten years. He be- 
came associated with the Wisconsin Na- 
tional at its formation in 1908. 








SS, 


LIFE AGENCY CHANGES 




















COLUMBIA LIFE NEW AGENCIES 


Cincinnati Company Appoints Henry 
Valaury General Agent at Canton 
and H. S. Boynton at Toledo 


Two new agencies have been ap- 
pointed by the Columbia Life of Cin- 
cinnati. The first is at Canton, O., 
where Henry Valaury has been made 
general agent. This office has been 
functioning about two weeks at the 
present time. 

At Toledo, O., H. S. Boynton has 
been made general agent. In making 
this connection the Columbia avails it- 
self of a large fire agency and general 
brokerage business which means a very 
strong organization for this company 
in Toledo. Mr. Boynton expects to 
do a great deal of life business and the 
home office is expecting big things of 
his agency. 


L. C. Elliott and C. W. Pfeffer 


L. C. Elliott and C. W. Pfeffer have 
been appointed state agents of the Peo- 
ples Life of Frankfort, Ind., for Des 
Moines, with headquarters in 509 Old 
Colony building. Mr. Elliott has been 
president of the Guarantee Securities 





Company of Des Moines. Prior to that | 


tme he was in the farm mortgage busi- 
ness in Indiana. For a time he was an 
agent of the Union Central Life at 
South Bend, Ind. He is a native of 
Ohio. Mr. Pfeffer is a graduate of St. 
Joseph College, Indiana. He was an 
attorney for some time and later had a 
connection with the Giltner Insurance 
Service, 


W. Hal Marshall 


W. Hal Marshall has been appointed 
manager of the southern Michigan 
agency of the American Life of Detroit. 
He is a native of Michigan, and is a 
brother of Superintendent of Agents E. 
H. Marshall. 


Merchants Life Appointments 


_ The Merchants Life of Des Moines 
is establishing general agencies in new 
territory. Recently Kruegar & Co., of 
which W. F. Kruegar is vice-president 
and Paul O. Kreugar is secretary, has 
taken over the general agency for North 
Dakota. 

In southern California, E. F. Brown, 
an organizer and producer of unusual 
ability, has taken over the business for 








the Merchants Life for that territory. 
Alex F. Holve is engaged in building 
up a general agency in California and 
has already a force of _ successful 
agents in the field. 

The Merchants Life is also expand- 
ing in Arizona, Oklahoma, Texas and 
New Mexico. 


W. C. Aldridge 


W. C. Aldridge has been appointed 
general agent for the Continental Life 
of St. Louis at Sioux City, la. 





George H. McClelland 


George H. McClelland has been ap- 
pointed district agent for Westchester 
county, N. Y., for the Equitable Life of 
lowa. This territory covers many promi- 
nent cities including White Plains, Tar- 
rytown, Ossining, Peekskill and Yonk- 
ers. 

Benjamin Neely 

Benjamin Neely has been appointed 
general agent of the State Mutual Life 
at Atlanta, Ga. to succeed the late 
Frank W. Burr. Mr. Neely has been 
connected with the State Mutual in the 
Atlanta agency for 10 years. He has 
been one of the active agents in the or- 
ganization. 


Ww. ‘E. Toole 


W. E. Toole, for the past four years 
with the Aetna Life at Rochester, N. Y., 
has been appointed manager for the 
Peoples Life of Chicago at Cleveland, 
O., with supervision over 12 surrounding 
counties. Mr. Toole has made an ex- 
cellent record with the Aetna and will 
take over the Ohio territory for the 
Peoples Life, both as manager and per- 
sonal producer. His first work will be 
to organize the field and name district 
agents in each county, the following 
comprising his territory: Cuyahoga, 
Lake, Ashtabula, Geauga, Trumbull, 
Portage, Summitt, Medinah, Wayne, 
Stark, Mahoning and Columbiana. 


A. E. Barrs and H. R. Payne 


The opening of a new agency in 
Miami to handle business in southern 
Florida is announced by the Prudential. 
The Jacksonville agency has been split 
and the territory south of and including 
the counties of Pasco, Polk, Osceola and 
Brevard assigned to the Miami office. 

Col. Walter P. Corbett, heretofore in 
charge of Prudential activities in Flor- 
ida, has resigned on account of the ill 








Who is a Prospect? 


Every 
Man 
Woman 
and 
Child 
isa 
Prospect 
and 
NEEDS 


Life Insurance. 


No Interviews Mean 


No Business! 


Talk to People— 


Lots of Them 
and 
Remember 
Every Person 
is a 
Prospect 
Until 
FULLY 
‘Insured 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 








The Main 
Effort 


The main effort of 
production of the individual agent by shortening the selling process. 


By that we mean supplying a Lead-Getting Service that really 
produces profitable business, a Service to policyholders that builds 
good-will, and a first-class Educational Course that teaches the 
fieldman how to combine his ability with the selling knowledge 
and skill of some of the best minds in the business. 


Let us tell you what The Guardian is doing to better the field 





this company is devoted to increasing the 


T. LOUIS HANSEN, Vice-President 
THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE NEW YORK 
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Satisfied Policyholders 


More than 29% of all business written in 
1924 was placed on the lives of old policy- 
waa holders. What better evidence could there be 
that policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company? 
is Men desiring to become agents for a good, 
bee Bl injec OF old line company will realize the advantage of 
a contract with this company of satisfied 
policyholders. 


EQUITABLE LIFE 
INSURANCE COMPANY 
Founded: 1867 OF IOWA Home Office: Des Moines 




















ans., Md., Mich, 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., Ki 
Minn., N. WN. C., Okla., 8. D.,’W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
- aes on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 




















IN MICHIGAN 


First—Banking 
Second—Automobiles 
Third—Insurance 


That is the standing of the three foremost commercial enter- 

— operating for the business and industrial advancement of 

ichigan, The position of the insurance business in Michigan’s 
commercial activity may not be generally recognized. 

Michigan has many high class, progressive, substantial and 
sound-principled corporations. 

Included in this number is the Detroit Life Insurance Company, 
whose Home Office (on the corner of Park and Columbia), is the 
headquarters for the most loyal and energetic life insurance agency 
organization to be found anywhere in the State. 

Any a agency ———t good life insurance affiliations 
which will assure prompt service from the Home Office, and reason- 
able contracts, or any high class part time man not now satis- 
factorily associated, is invited to write to President M. E. O’Brien, 
or his assistant, Homer Guck, 2210 Park Avenue, for further infor- 
mation. 


Detroit Life Insurance Company 
Detroit, Michigan 











| health of his wife, and is now with her la recent appointee. Mr. DeVilbiss has 
lin New England. His successor in the | had seven years of life insurance €XDe 
Jacksonville agency is Albert E. Barrs, | rience, prior to which time he spent ): 
who has been connected with that office | years in the railroad business. 7 
as cashier and special agent for several | 
years. The new office at Miami will be | 

| 





under the direction of Harvey R. Payne, Joseph L. Greenwell 

who is widely and well known in Florida| Joseph L. Greenwell has been , 
insurance circles, having been associated | pointed agency director of the Westen 
with the Prudential since 1908. | States Life in the Seattle district, p,, 
| iaambenibdiie | 14 years he has —. connected with 
W. H. Dickinson the Equitable Life of New York. kp , 
| 

| 








a past president of the Seattle Life 
William H. Dickinson is the new gen- | Underwriters Association. 

|eral agent of the Minnesota Mutual Life 

lat Seattle, Wash. Mr. Dickinson was , 

formerly engaged in newspaper work Life Agency Notes 

}and more recently connected with the F. C. Toombs, former district manage 


| Weste Ini if icki for the Intér-Ocean Casualty, has be 
| Western Union Life. Mr. Dickinson | {o,ointed manager for the Business inet 


| spent a few days at the home office get- | assurance at Springfield., and will hay. 
| ting acquainted with home office folks oMicss in the Reisch baliding. L. Herbert 
g practi efore beginning his work, | 5toKes !8 State supervisor. 
ae pas > . . | Raymond Roets of Hartford, Wis., why 
| sas has conducted a local agency there, rep. 
| D. M. DeVilbiss resenting the Equitable Life in eonen, 
ocn. ¢ tion with other companies, has beg, 
Dee M. DeVilbiss, general agent for transferred to Denver, Colo., to be dis. 
the Minnesota Life at Lincoln, Neb., is | trict manager for the Equitable. 
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REAM ADDRESSES GRADUATES | BIG CONVENTION IS PLANNED 








Spring Class in Life Insurance Training | Union Central Life Will Entertain 








| Course of New York University Large Gathering of Agents at 
Completes Work Estes Park 

| — 

| Jay Ream, assistant superintendent of On June 27 a special train will leave 


| agencies of the Mutual Benefit Life, was | Cincinnati to take the agents of the 
| the speaker at the final exercises of the | Union Central who are assembling there 
| spring class in the life insurance train- | tg the annual convention which is to be 
| ing course at New York University. Mr. | held in Estes Park, Colo., this year. Al- 
Ream made an unusually fine talk, giv- | together approximately 600 agents and 
| ing the graduating class practical meth- | home office officials will be the guests of 
| ods for prospecting and interviewing | the company on this splendid tour, 
| based on the successful experience of 2 Three special trains are being run, one 
| number of leading agents of Mr. Ream’s | from New York, one from Chicago and 
company. the third from Cincinnati. The Union 

Close Third Year of Course Central is planning to make this trip a 
never-to-be forgotten occasion to those 


_ 
 ,eerifentes of graduation were  Br<; | Wo have eatned it by their productos 
| previously taken the course and who had during 1924. Secretary Howard S. Cox 
| produced the required amount of insur- | '5 1 charge of transportation arrange- 
| ance needed to qualify. ments and General Agent M. G. Hod- 
| These exercises closed the third year | nette of Denver, is in charge of the en- 
|of the life insurance training course at | tertainment. Superintendent of Agen- 
|New York University, during which | cies Charles Hommeyer is a member oi 
|about 500 students have been enrolled. | the entertainment committee. Not only 
The next term will begin the second | will the trip be a pleasant one but from 





week in October. | the tentative program it will be very in- 
Holding Summer School | structive and inspiring as well. 
The New York University faculty is 
leaving for Buffalo and Rochester, where + ne : 
the joint summer school, conducted un- Michigan Life Oficers Elect 
der the auspices of the two Life Under- An intensive study of non-medical in- 
writers’ Associations, is to be held dur- | surance was launched at the annual busi- 
ing June and July. ness meeting of the Michigan Life Off- 
flew cers Association in Detroit last week 
h initial ‘ i s sibili- 
ne a a when initial reports showing poss 





ties along this line were presented by 
The home office agency of the Union| the medical directors and actuaries of 
Central under John L. Shuff made May | the five companies represented in the 
the largest month in its entire history | organization. A committee on adver- 
when it wrote $1,708,000 of life insur- | tising expenditures consisting of the 
ance in applications, of which $1,168,000 | presidents of the five companies repre- 
was paid-for. Everybody in the office | sented in the organization was appointed 
put in his best efforts during that month | in line with a policy of extending the co- 
in honor of John D. Sage, the president | operative service of the organization to 
of the company. Mr. Shuff was ex- | the public. 
ceedingly well pleased with the demon- | Officers for the ensuing year were 
tration. The amount written was $300,- | elected as follows: President, M. 





000 over the best previous record in this | O’Brien, Detroit Life; vice-presidents, 














agency. C. F. Cross, American Life; N. P. Hull, 
Grange Life; Francis F. McGinnis, Ag- 








Lansing, Michigan 
N. P. HULL, President 


. 








ricultural Life; A. F. Moore, Michigan 
Mutual Life; secretary, M. O. Rowland, 


Grange Life Insurance Company] *°%_ 


Celebrates Its Anniversary 


The Mutual Trust Life of Chicago 
celebrated its 20th anniversary recently 
with the. greatest one-day demonstra- 


NET ASSETS HIGH INVESTMENT RETURN HIGH special prizes were offered for extra pro 
POLICY VALUES HIGH OVERHEAD LOW ie un, the heres Si tomlins aaee 


$600,000. This amount was produced by 


If ambitious, look us up. You'll find an unusually substantial record and liberal policy toward salesmen and sales organizers. 107 field men. On the opening day °0 


years ago, the Mutual Trust issued its 














first 12 policies for a total of $17,000. 
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high-type men and women can obtain 
pa te | to represent this company. 
Open territory in Ohio and Minnesota. 
Interesting General Agent's contract di- 
a with Company backed by real co- 
operation. 





Matonsy Jackson Matongy 
Cunron MaLon Vice-Presid 


A. Mos=iey Horxins, Manager of Agencies 


Home Office Building 
111 N. BROAD ST.. PHILADELPHIA, PA 














‘MORE THAN 50% 


of the business written by some of our 
larger agencies is a direct result of the 
Fidelity lead service. Our agents interview 
interested prospects—people who have writ- 
ten the Head Office for information. 
Fidelity is a low-net-cost company oper- 
ating in 40 states. Full level net premium 
reserve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 











a week is the cost of The 
National Underwriter by 
annual subscription. 
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| ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














A. GLOVER & CO. 
© Consulting Actuaries 
Life Insurance Accountants 

Statisticians 


29 South La Salle Street, Chicago 








H. NITCHIE 
° ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 . . CHICAGO 








HArrr Cc. MARVIN 
CONSULTING ACTUARY 


2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbel? Bldg. DES MOINES, IOWA 








J. McCOMB 

COUNSELOR AT LAW 

* CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty. 
Colcord Bidg. OKLAHOMA CITY 


























IN THE MISSISSIPPI VALLEY 














CODE BILL IS STILL HELD UP| 
— | 
No Action to Be Taken in Wisconsin 
Until Smith-Ekern Probe Is 
Concluded 


MADISON, WIS., June 17.—Not un- | 
til the special senate committee which 
has been investigating the controversy 
between Insurance Commissioner Smith 
and Attorney-General Ekern is ready to 
report its findings will the senate take 
action on the insurance codification bill 
175-S. This bill was laid over until the 
report had been made. Senater Sauthoff, 
chairman of the investigating commit- 
tee, announced that the report will be | 
ready probably by the end of the week. 
Testimony before the committee the 
past few days was on three specific 
points. It was specifically denied by | 
Mr. Ekern that he represented any in- 
surance companies, as charged by Com- 
missioner Smith when he appeared be- 
fore the state senate in opposition to the 
codification bill. W. A. Fricke, former 
insurance commissioner and drafter ot 
the insurance code, declared Commis- 
sioner Smith the most unbiased insur- 
ance man he had ever known. 

M. J. Cleary, vice-president of the 
Northwestern Mutual Life, and George 
A. Boissard of the Guardian Life ap- 
peared before the committee and _specific- 


ally denied that the old line insurance 
companies had drafted the insurance 
bill, as charged by Charles E. Whalen | 


of the Modern Woodmen in a letter to 
its membership. 

Attorney-General Ekern stated in an- 
swer to questions that he spoke to no 
legislator about the measure to the 
effect that the bill “ought to be killed” 
but had expressed serious doubts about 
the measure to some. 

In reply to further questions on the 
merits of the bill, he attacked a number 
of its features. He also declared the ex- 
isting securities deposit provision of the 
insurance code, which requires com- 
panies to make a deposit with the state 
of $100,000, a “fraud, delusion and no 
protection to the stockholders.” 

“Here is a company having millions 
of dollars of liabilities and with $100,- 
000 security put up in the hands of the 
state treasurer. 
tion,” he said. “And worse, it prevents 
the mutual companies which can’t raise 
this sum to begin with from doing busi- 
ness.” 


Equitable’s Iowa Meeting 


Clear Lake and Mason City will en- 
tertain the state convention of the Iowa 
agency of the Equitable Life of New 
York, July 13-15. It is expected that 
between 150 and 200 representatives 
and their wives will be in attendance. 

Frank H. Davis, agency vice-presi- 
dent of the company, will be one of the 
speakers; Roy H. Heartman of Des 
Moines, Iowa manager, will be presid- 
ing officer of the convention. Frank L. 
Jones of Indianapolis, Indiana manager, 
and Alvin Dalager, Austin, Minn., dis- 
trict manager, will also be in attendance. 


Raise State Fund Limit 
Larger individual amounts of insur- 


NAME ADDITIONS TO STAFF 


Chicago Committee in Charge of Sum- 
mer School of Life Insurance Sales- 
manship Makes Announcement 


A number of additional instructors 
have been added to the staff which will 
conduct the Chicago summer school of 
life insurance salesmanship. C. H. Van 
Kirk, chairman of the Chicago commit- 
tee for better life insurance salesman- 
ship, under whose auspices the Univer- 
sity of Pittsburgh course is being given, 
has announced the following additions: 
Harold D. Craft, general agent of the 
Standard Life at Pittsburgh, will lecture 
on “The Science of Insurance”; Harold 
J. Cummings, assistant agency manager 
of the Minnesota Mutual Life, will lec- 
ture on “Case Analysis and Written 
Proposals”; Raymond C. Gregory, di- 
rector of field training of the Hart & 


Eubank agency of the Aetna Life in 
New York City, will lecture on “The 
Business of Life Insurance”; James El- 


recently elected vice-presi- 
dent of the Manhattan Life, will lecture 
on “Program Insurance”; Frank L. 
Jones, general agent for the Equitable 
Life of New York at Indianapolis, will 
be present during the last week of the 
school to discuss “Salesmanship Meth- 


ton Bragg, 


| ods and Plans.” 


| has been in- operation in Lincoln, 





Bankers Reserve Training School 


A ten-day training school for agents 
Neb., 
agents from various 
the state representing 
Reserve Life of Omaha, 
tendance. The Lincoln agency was in 
charge and John A. Perkins, its man- 
ager, presented various plans, programs 
and selling talks. H. S. Hall, super- 
intendent of agents for Nebraska, was 


present as lecturer on insurance and its 


with 12 students, 
parts of 
3ankers’ 


| numerous activities and appeals. 


That’s no real protec- | 





ance are now available from the Wis- 
consin state life insurance fund follow- 
ing the action of Governor Blaine in | 
signing the Duncan bill, making the 
maximum amount of insurance to be 
granted to an applicant, % of 1 percent 
of the total amount of insurance in 
force under the fund. This would 
amount to about $3,000 at present, there 
being approximately $600,000 of state 
life insurance in force. The former 
limitation was $1,000 on any one risk, 
until the number of persons insured ex- 
ceeded 1,000, $2,000 until number of 
persons insured exceeded 3,000, and | 
never more than $3,000 to any single | 











applicant. 


Mutual Benefit Men in Des Moines 


President John R. Hardin and Mrs. 
Hardin, Medical Director William R. 
Ward and wife, and Oliver Thurman, 
superintendent of agencies, who were re- 
turning from a coast trip, spent two 
days last week with the Des Moines 
agency of the Mutual Benefit Life. All 
three of the officials addressed the 
agency force on the second day of their 
stay. 





New $100,000 Club Head 
I. S. P. Hoeffel, 


representative of the 
Aetna Life at Green Bay, Wis., was 
named president of the $100,000 Club 
of the Wisconsin and northern Michigan 
general agency at its annual meeting in 
Milwaukee last week. Mr. Hoeffel stood 
34th in the list of the 50 highest Aetna 
Life agents in the United States last 
year and ranks as one of the leading 
producers in the general agency of Al- 
bert E. Mielenz. 


Inheritance Tax Law Changed 


Official publication has been made of 
the new subsection to section 72.04 Wis- 
consin statutes, providing that in case 
of death of any resident or non-resident 
of Wisconsin, when property of decedent 
is partly within and partly without the 
state, that the estate shall be entitled 
to deduct only a proportion of the ex- 
penses and a portion of his Wisconsin 
inheritance tax exemption, equal to the 
proportion of the property within the 
state. The law becomes effective at 
once. 


K. Bye, secretary-treasurer of the 
Ohio State Life, has been elected a vice- 
president of the Central Ohio Business 
Men’s Council of the Pocket Testament 
League. Harry L. Hughes, a general in- 
surance man of Columbus, has been 


| elected chairman of the finance board. 


the | 
in at- | 













Allisteel Files 


RAWERS that operate 
at a touch, with velvet 
smoothness— {greater filing ca- 
pacity per unit—unusual fire 
protection—and se wearing 
out. All these are Alisteel File 
advantages. 
Welded construction through- 
out, beautifully and richly 4fin- 
ished in baked-on enamel, 
A€steel Files—like the entire 
Allsteel Office Equipment line 
—guarantee you permanent 
satisfaction at a reasonable cost. 
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[| Attach this coupon to your firm letterhead 4 
I 
1 The General Fireproofing Co., ' 
i Youngstown, Ohio. nu ! 
I Please send me without obligation a copy , 
i of the GF Allsteel Furniture Catalog. : 
' 
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Connecticut General News 
Hartford, Conn. 





Group Disability Insurance 


pays employees a weekly income 
while disabled by any non-occupa- 
tional sickness or accident. It is 
issued to groups of twenty-five or 
more. It may be paid for by 


Employer alone 
Employer and employees jointly 
Employees alone 






It adapts itself to all types of organi- 
zations. It suppleménts the protec- 
tion provided by compensation insur- 
ance. There is a widespread inter- 
est in it among both employers and 
employees. 








































- Mutuality 


| For eighty years the idea conveyed by 
the words MUTUAL BENEFIT—“the 
; good of the whole applied to the affairs of 
each one’’—has been the guiding principle 
in. the treatment of policyholders of this 
Cémpany. 













The 


Mutual Benefit Life Insurance Co. 


Newark, N. J. Always Purely Mutual 








































We have opportunities for Agents in 
Arkansas, Illinois and lowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 















IN THE SOUTH AND SOUTHWEST 

















Concern, Being Organized There 
by E. W. Nothstine 





SAN ANTONIO, TEX., June 18.— 
San Antonio is to be headquarters for 
another old line legal reserve life in- 
surance company. The Texas State Life 
is now being organized by E. W. Noth- 
stine. 

The company will be a half million 
dollar concern. It is expected that by 
Aug. 1 the company will be in opera- 
tion. It is expected that $10,000,000 of 
insurance will be produced the first year. 
At the end of five years $100,000,000 of 
insurance has been set as the goal. 


Arrangements will be made for enter- 
ing the company in practically all states. 

E. W. Nothstine is an experienced 
life insurance man. He is the prime 
mover in the organization. He has been 
in the life insurance business since 1898. 
For many years he was connected with 
the Bankers Life of Iowa as general 
sales manager in charge of the entire 
sales forces of the company. He or- 
ganized the Alamo Life of San Antonio, 
and produced $3,500,000 of paid-for busi- 
ness in eight months. He has several 
experienced insurance men _ associated 
with him in his new organization. Im- 
mediately upon beginning of operations 
he expects to have 25 or 30 experienced 
salesmen of from five to 20 years ex- 
perience in life insurance work. 

All of the stock will be sold to Texas 
men. The stock is now being sold and 
splendid progress is being made. 





New Agency Superintendent 


P. E. Flesmister has been appointed 
agency superintendent for the Alamo 
Life, San Antonio, Tex. 





New Arkansas Commissioner 


The act passed by the recent session 
of the Arkansas legislature abolishing 
the office of insurance commissioner and 
state fire marshal and substituting the 
office of commissioner of insurance and 
revenues became effective June 10. On 
that date Governor Terral announced 
the appointment of W. E. Floyd as com- 
missioner. Mr. Floyd was serving his 
third term as a commissioner 6f the 
Arkansas Railroad Commission. Previ- 
ous to his entry into state politics he | 
was postmaster at Little Rock for sev- | 
eral years and was previous to that sec- | 





NEW SAN ANTONIO COMPANY | retary of the original Railroad Comp), 


Texas State Life, Half Million Dollar | $4,000 a year. 


Headquarters will be at San Antonio. | 


| sion. The commissioner will rece, 


Changes in Arkansas Companies 


D. Y. McDowell of Malvern, Ark,, ong 
| of the organizers of the Farmers Mutu 
Life of that city, who disposed of }j 
interest in that company a short tin, 
ago, has purchased the controlling inte. 
est in the Citizens Mutual Life & Cx. 
ualty there, buying the interest of D, 5 
Bray and Lee Baker. The Citizens \y. 
tual was organized by D. S. Bray sever, 
years ago. 





Life of Virginia Meeting 

More than 150 representatives of th 
Life Insurance Company of Virginjs 
from South Carolina and Georgia x. 
tended a get-together meeting in Colum. 
bia last week. Several home office Tep- 
resentatives were on hand and mage 
addresses. Among these were Frank 
E. Hall, superintendent of ordinary 
agencies; S. C. Chandler, traveling ip. 
structor, and R. B. Pegram, assistan; 
secretary. 





Richmond Managers Organize 


General agents and managers affiliated 
with the Richmond Association of Life 
Underwriters have organized an organ- 
ization of their own which will serve 





as an adjunct of the main body. It will 
be known as the General Agents Asso- 
ciation. Gaius W. Diggs of Diggs & 
Cary, general agents for the Penn Mv. 
tual, is chairman, and Cornelius B. My- 





ers of Dunlop & Myers, general agents 
for the Aetna Life, is secretary. The 
new organization starts off with a mem- 
bership of 18. Inasmuch as it devolved 
upon the general agents and managers 





frequently to pass on questions arising 


| in the association which concerned them 
| solely it was deemed best to have them 


| organized into a concrete body for such 


| a purpose. 





Take Insurance for College 


Members of this year’s graduating 
class of Randolph-Macon College at 
Ashland, Va., as. well as a number of 
alumni have taken out insurance in the 
Penn Mutual for the benefit of the col- 
lege. Total amount of the insurance is 
close to $60,000, definite figures not be- 
ing available at this time. The insur- 


| ance was written by Ben W. Davis and 


Linwood Butts, agents connected with 
the Richmond office of the Penn Mu- 
tual. They are graduates of the college 








q PACIFIC COAST AND MOUNTAIN FIFLD 











MAY PAY AN EXTRA DIVIDEND 





Western States Life Makes Strong 
Showing for Early Months of 
Present Year 





Subject to the approval of President 
H. J. Saunders of the Western States 
Life and providing the company con- 
tinues to operate as successfully for the 
balance of this month as it has for the 
first 54% months of 1925, an extra divi- 
dend of 5 percent will be paid to stock- 
holders early in July. 


“June for Saunders” 


In honor of President Saunders’ 14th 
anniversary with the company, June has 
been designated as “June for Saunders” 
month and as a token of their esteem 
for their president it is planned by the 
500 company representatives to produce 
a minimum of $7,500,000 during that 
period. Indications are that before the 
jubilee convention of the company at 














Coronado in September it will have 


$100,000,000 paid business in force on 
the books. 





e People’s Life in California 


The Peoples Life of Frankfort, Ind. 
has been licensed in California, with 
Roy L. Carmack, 311 Pacific Fiance 
Building, Los Angeles, as state managet. 
He is a native of Indiana, but gradv- 
ated from Occidental College in Cali- 
fornia. He established the Terre Haute, 
Ind., agency of the Peoria Life a num- 
ber of years ago. He will open an 
agency for northern California in 4 
short time. 





Joins Western National Life 


A. L. Ludwig, former manager of 
the thrift department of the Anglo- 
California Trust Company of San Fran- 
cisco, has joined the organization of the 
new Western National Life of Oakland, 
Calif.. which is being organized by 
Charles W. Helser and associates. 
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JN THE ACCIDENT AND HEALTH FIELD 














RESERVE FIGURES ARE GIVEN 


Commissioners Committee Believes An- 
other Year’s Experience Necessary 
to Draw Conclusions 


commert and facts were 
brought out in the report of the sub- 
cominittee on non-cancellable accident 
and health insurance of the Insurance 
(Commissioners Convention. W illiam M. 
Corcoran, actuary of the Connecticut 
department, was chairman of this com- 


mittee. 
Only Seven Have Volume 


Interesting 


The report is as follows: 

We find that there are 
companies writing enough of this class 
to be of interest to us in this investiga- 
tion. These companies are: Aetna Life, 
Continental Casualty, Connecticut Gen- 
eral, Massachusetts Accident, Metropoli- 
tan Life, Pacific Mutual, and Travelers. 
In addition there is one company 
which is collecting a large volume of 
renewal premiums, but is writing no new 
non-cancellable business. And there are 
perhaps 10 or 12 companies writing 
amounts which are almost negligible. 


only seven 


Totals Are Given 


The following summary shows various 
totals for the above seven companies: 
Net premiums in force, Oct. 31, 1923, 
$2,858,181; net premiums written, 1924, 
$3,477,738; net premiums in force, Dec. 
31, 1924, $3,842,912; additional reserve, 
Dec. 31, 1924, $1,673,568; ratio, reserve to 
premiums in force, 43.55 percent. 


Variation in Reserves 


There is considerable variation be- 
tween companies, the ratio of additional 
reserve to premiums in force varying 
from 8 percent to 221 percent. Only two 
ef the companies exceed the average 
ratio. Of course, this ratio in itself 
means very little, for it gives no weight 
to the duration of policies. It does indi- 
cate wide diversity of opinion as to 
proper reserve, however. 


Cammack’s Tables Used 


The annual statement shows that sev- 
eral different tables and formulae have 
been used for reserve basis. Cammack's 
tables, or other modifications of Man- 
chester Unity experience, giving results 
approximating Cammack’s tables, have 
been used more than any other basis. 


$620,000 
The net premiums written in 1924 were 
about $620,000 in excess of those in force 


Increase 


Oct. 31, 1923. This indicates a slight in- 
crease in the volume of this class of 
business. It is felt by your subcommit- 


tee that no definite conclusions can be 
drawn until the results of at least one 
more year’s business are reported in the 
annual statements. 


Pan-American’s Move 


The Pan-American Life has entered 
Havana, Cuba, with its accident and 
health policies. The life department has 
been represented in that section for the 
past 13 years. A splendid experience 
with this business in connection with a 
careful survey of accident and health 
conditions prompted the decision to en- 
ter this field with the accident and health 
department. For the time being, busi- 





ness will be restricted only to residents 
of the city. 

Some months ago the Pan-American 
entered Central America with its acci- 
dent and health policies and has been 
successful in writing a splendid volume 
of business there. Experience with this 
business has so far been absolutely be- 
yond reproach. 


C. C. Merrill Is Advanced 


Clinton C. Merrill, for several years a 
representative of the United States Na- 
tional Life & Casualty in Cincinnati, has 
been made field executive of the group 
department of this company. Mr. Mer- 
rill has been specializing in the writing 
of group contracts in Ohio and Indiana. 
He has had unusual success in handling 
these group contracts and recently has 
begun to work up group contracts in 
<ther fields. 








Comment 


DISAPPOINTED IN RESULTS 


Made on the Automobile 
Deferred Accident and Health Policy 
and Its Sales 


Companies writing the auto deferred 
payment accident and health coverage 
are somewhat disappointed with the re- 
sults which have been obtained with this 
policy. The same thing is true of a 
number of agents who have given it at- 
tention. Some agents when they first 
saw the form believed that it offered 
a wonderful opportunity and that they 
could go out and sell the contract with- 
out very much difficulty. They found, 
however, that when they attempted to 
sell it to finance companies and auto- 
mobile dealers unforeseen difficulties 
developed. For instance, it would some- 
times be necessary to submit the pro- 
posal to a large board of directors and 
obtain substantially unanimous approval. 
Some dealers declared also that the 
competition for sale of automobiles was 
so keen that the extra amount which 
would have to be charged for the acci- 
dent and health insurance, though it 
offered something additional to the in- 
sured, would militate against the sale of 
their automobile. 

Some of the companies have come to 
the conclusion that in order to sell this 
policy to the finance companies and au- 
tomobile dealers, it is necesssary to have 
either a special man promoting its sale 
by personal calls or it is necessary that 
the proposal shall be submitted to the 
prospect by insurance agents having 
important financial connections or who 
have been handling the other insurance 
business for the prospect. 


Charge a Fiat Percentage 
Most companies are writing the form, 
charging the flat percentage on the 


amount of the deferred payment after 
the down payment is made on the ma- 


chine. This rate varies from 1% and 
to 2 percent depending upon the terms 


of the contract or upon the number 
of days of elimination. An elimination 
period is commonly found in these poli- 
cies, all except one stipulating complete 
elimination. The Maryland Casualty 
writes the policy with a retroactive ex- 
clusion period. Recently one company 
has been writing the policy and rating 
each individual risk, according to the 
occupational classification just as in 
handling ordinary business. Most of 
the company executives believe, how- 
ever, that the business is essentially 
a group proposition and that a group 
rate should apply after uninsurable risks 
have been eliminated. 





Sauls’ Estate Wins Suit 


Administrators of the late I. S. D. 
Sauls, former president of the Continen- 
tal Life of Washington, D. C., which 
holds a Virginia charter, won a suit in 
Richmond, Va., a few days ago for re- 
covery of part of an estate tax levied 
by the state of Virginia on 4,000 shares 
of Continental stock which he owned at 
the time of his death in 1923. It appears 
that he had pledged 3,500 shares to banks 
in the District of Columbia and Mary- 
land for loans, and the administrators 
raised the point that only the remaining 
shares were taxable. The sum of $1,381 
was ordered refunded to the administra- 
tors. 





Compromise Washington Case 


SEATTLE, WASH., June 16—Litigation 
over the insurance policy of $30,000 taken 
out by Dr. Albert Mattice in favor of his 
father, Dr. M. B. Mattice of Sedro-Wool- 
ley, has been brought to a close by a 
compromise under which the Maryland 
Casualty has paid to the beneficiary 
“slightly less than $20,000." The case 
had been set for a new trial following 
a verdict at the first trial in favor of the 
father. The suit grew out of the death 
of Dr. Mattice from a revolver shot un- 
der circumstances which the company 





$10,000-°° a Year 


WE ARE PAYING THIS in earned commis- 
sions to men who never made half as much before. 


We can’t write the applications for you but we 
do give our agents unlimited scope to exercise their 
abilities in selling LOW COST INSURANCE for 
a good company. 

WE PAY INCREASED COMMISSIONS for 
increased volume, either personal or written through 
agents, and offer EVERY ENCOURAGEMENT to 
growth and development. il 


YOU DEAL DIRECT WITH THE HOME 
OFFICE 


UNRESTRICTED TERRITORY 
VESTED RENEWALS 
AUTOMATIC PROMOTION 
OVERWRITING ON APPOINTMENTS 


BONUS FOR $50,000 OR $100,000 PER- 
SONAL PRODUCTION 
PERFECTED ENDOWMENTS TO SELL 


THESE ARE SOME OF THE ADVANTAGES 
WE OFFER! 
WE HAVE ENTERED CALIFORNIA. 


The Columbus Mutual Lite | 


Insurance Company 


580 E. Broad St. 
Columbus, Ohio 


C. W. Brandon, President D. E. Ball, Vice-President and Secy. 

















declared constituted suicide. 





There is still pending another suit for 


THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company | 


-: 











Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 
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a 
$100,000 over a policy issued by th, X 
York Life. = 














a U. C. T. Canadian Selections 
re You Business Man wb tc ie 
grand counsellor of the Ontario ang Qn 
bec jurisdiction of the United Comme. 
a cial Travelers at a meeting in Toronts 
Another honor given to Grand Counseljg, 
= Lockhart was his election as an gj, 
nate to the supreme council segsioy ;, 
Columbus, O. i. 
During the two-day session a nym). 
of addresses were given by OUtside 
a = , - : , : . s, including Mayor Foster of > 
AVE you ever wondered what definite things you might do in order to oes eee ote i. 
bring your work and yourself up to the professional standard and Commercial Travelers Association 


enjoy the advantages of the doctor and the lawyer? i lg 


There are several specific things which bring that about. One of them | WITH INDUSTRIAL MEN 
is the Personal Proposal Sheet used by agents under the American Central Plan. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the News of the Prudential 
: ; ; ; These representatives were recently 
canvass, control of the interview, close, the handling of notes, and a definite resale teens teeremnme ‘were matiias 
campaign are all parts of this Plan by which successful agents are professionaliz- superintendents in Division H: L. J. Ga 
oud 7 + = . kiewicz, Utica; H Beckermsz if 
ing their insurance work and their insurance service. ie eee, oe 
7 ; . i Agent William F. Driscoll of Holyoke. 
We are now operating in twenty-three states, and under certain conditions Mass., detached from the Springfield dis. 
trict, recently rounded out 20 years 


will enter additional states. Details of the American Central Plan and our meth- continuous service with the company ani 
is now entitled to wear the diamong 


ods of operation will be given gladly to any one interested in considering a con- Meng 
nection with us. 

















Public Savings Changes 


The Public Savings announces thes 

changes in the field: Superintendent \ 

C. Graham transferred from Springfie) 

O., to Dayton 2, to take a newly created 

superintendency; Agent E. G. Sutton pro- 

moted to superintendent at Springfiey 

: O.; Agent A. M. Brush, Milford, O., pr 


moted to superintendent at Norwood, ( 


to organize a new superintendency 
Agent W. R.. Wickert, Dayton 2, pr 
moted to superintendent of newly cre- 
ated superintendency. 

Kokomo Wins State Honor 


H. S. Hoppock, superintendent of th 
Kokomo division of the Western & 


Southern Life, won the silver loving 
cup in the Indiana statewide competi- 
tion for May. The cup is awarded t 
the crew selling the largest amount of 
insurance for each month. The crew 
winning the cup the greatest number of 
times during the year is entitled to keep 


Perhaps the most comprehensive field it permanently. 


development program in existence today. ] int Ss U RA N CE co. 


One phase is described in this advertise- Deming Commemoration Week 
ment. INDIANAPOLIS ; The week of June 15 was Deming com- 
memoration production week for the 

ESTABLISHED 18989 Public Savings, in honor of W. Scott 

oo esident Deming, first vice-president of the or- 

HERBERT M. w LLEN, Pres ganization, E. G. Sourbier, president 
put up six prizes: $10 each to the lead- 
ing agents of the three districts and 


NUMBER TEN IN A SERIES OF INFORMATION ADVERTISEMENTS $10 each to the leading superintendents 





of the three districts. 











C. D. Miller Is Promoted 


Charles D. Miller has been promoted 
from home office inspector of the West- 


George Washington Life Insurance Company a Se eneete Sie Dee, Sees 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 











4 : ’ : ’ “Last week I delivered an extra 
presents opportunity for liberal contracts covering definite territory with $2,000 with the following argu- 


. . : s. ment: The applicant said that he 
Home Office registry and with power of appointment of sub-agent Sauna out aunt too the aaaee 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South without cramping himself and he 


, : = ° 9° . would have to wait a year. I re- 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. ek: “Sheu an oan Gaawr On 


Address you can get this policy in a year’ 

ERNEST C. MILAIR, Vice-President and Secretary Do you know, Mr. Johnson, that 
there is a time coming, and it may 

be here now, when you are insur- 
able and will not be tomorrow: 
Illness comes like a thief in the 


THE SECURITY LIFE INSURANCE CO. OF AMERICA ||| 2! satis fon.ge' oe 


estate. When you learn what has 
O. W. JOHNSON, PRESIDENT happened it is too late. This is 


CONTRACT—SALARY AND EXPENSES nity ha Knocked and passed on 
a ae ffed 

WANTS: GENERAL AGENTS AND MANAGERS his cigar a_couple of times and 
CONTRACT COMMISSIONS OR COMMISSIONS said: “I will take it.’ After he 


had signed up the receipt and note 


AND EXPENSE ALLOWANCE he remarked that he was a little 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed superstitious about turning that 
extra policy down and felt bet- 


Address S. W. GOSS, Vice-President, The Rookery, Chicago, III. ter now.”—E, K. Pentz. 
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| Policy Literature, Rate Books, etc. 
| Digest” and i 
PRICE, $3.50 and $2.00 respectively. 


[NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
“Little Gem,” Published Annually in May 





the “Unique Manuai- 
and April respectively. 

















— 
MAKE INCREASE IN THE LIMITS 


tial Announces New Rules for 
icies With the Special Rating 
on Amounts 





The Prudential announces an increase 
in the limit of amount of insurance that 
may be written under policies with the 
special ratings. The limits are arranged 
according to ages and at the principal 
ages_ the limits have been practically 
doubled. The company has also dis- 
continued the use of the table of limits 
of “New Insurance Within Twelve 
Months,” as the amounts in that table 
and in the table of “Total Insurance 
All Kinds” are practically the same. 
The following table shows the new 
jimits for male lives under the policies 


with the various special ratins: 


SplA Sp'lB Sp’'1C 
Age rating rating | rating 
1b.. +++ $ 20,000 $ 20,000 $ 20,000 $ 
16..+++ 40,000 40,00 40,00 
IT..+s 60,000 60,000 60,000 
18..+++ 80,000 80,000 60,000 
19..4++ 100,000 100,000 60,000 
20...++ 150,000 100,000 60,000 
91-24.. 200,000 150,00 75,000 
%5-50.. 250,000 200,000 100,000 
51-60.. 200,000 150,00 75,00 
61...-. 190,000 95,00 57,000 
B. cove 180,000 90,000 54,000 
63...+6 170,000 85,000 51,000 
64..4++ 140,000 80,000 48,000 
65...++ 110,000 75,000 45,000 
66...++ 50,000 50,000 30,000 





Minnesota Mutual Life 


The Minnesota Mutual Life has re- 
cently revised its rules for the writing 
of payroll deduction business to the fol- 
lowing basis: First, minimum of five 
lives totaling $10,000 of issued and de- 
livered business. Applications for term 
insurance not accepted; no policy issued 
for less than $1,000. Second, five to nine 
lives inclusive require short form medi- 
cal examination. Full examination re- 
quired for any case exceeding $10,000, 
or where age is over 50. Third, for 10 
lives or more, non-medical form of ap- 
plication is used, full examination re- 
quired only where age is under 15 or 
over 50; if amount applied for exceeds 
$10,000, or 2% times the average of the 
non-medical group; if amount applied 
for makes total insurance in Minnesota 
Mutual in excess of $20,000. The Min- 
nesota Mutual has approximately $1,500,- 
000 of payroll business in force since the 
plan was adopted Feb. 1. 





Prudential 


The Prudential has announced a change 
in its policy provisions in both ordinary 
and intermediate departments by which 
the unpaid premium clause is removed. 
In the future the company will not de- 
duct premiums unpaid in the year in 
which death occurs from the face amount 
of the policy. The announcement sent 
out by Vice-President John K. Gore last 
week not only removed the old clause 
regarding unpaid premiums, but also 
provided that, “if the premium under a 
policy is payable quarterly and the in- 
sured dies in the first quarter of any 
insurance year, when only one quarterly 
memium for that insurance year has 
been paid, the postmortem dividend pay- 
able in addition to the amount of insur- 
ance will be one-quarter of the full 
annual post mortem dividend.” These pro- 
visions will also apply to policies now 
in force and becoming claims hereafter. 





Great Southern Life 


The Great Southern Life has an- 
nounced a child’s multiple option policy, 
which is devised to provide insurance 
in increasing amounts on the lives of 
children. Premium rates range from 
$7.33 to $11.45 per $1,000, depending upon 
the age of the child. At age 21 the in- 
sured has a life policy in force for lit- 
tle more than half the regular premium 
Tate. The plan provides a minimum 
insurance of $100 for the first year with 
& sliding scale of increase until the 
age of 21. At that time several attrac- 
tive options are offered. 








NEW DIVIDEND SCHEDULE OUT 


Northwestern National Promulgates 1925 
Scale, Effective July 1, Showing 
General Increase 


The Northwestern National Life has 
published its complete dividend sched- 
ule, effective July 1. The new schedule 
shows a general increase in dividends of 
about 5 percent. The Ist, 2nd, 5th, 10th, 
15th and 20th year dividends on the 
principal policy forms are as follows: 

Ordinary Life 


c———_ Dividend Year—————_,, 





Age Ist 2nd 5th 10th 15th 20th 
$ $ $ $ 
Dessene 4.76 4.81 5.01 5.41 5.86 6.40 
16...... 4.78 4.84 5.05 65.45 5.93 6.50 
inseeed 4.80 4.86 5.08 5.50 6.00 6.59 
BBeocsece 4.83 4.89 5.12 5.55 6.08 6.69 
19 4.85 4.92 65.15 5.61 6.15 6.78 
J 4.95 5.20 5.67 6.23 6.89 
4.99 5.24 5.73 6.31 7.00 
5.01 5.28 5.79 6.40 7.11 
6.06 5.34 5.87 6.50 7.24 
5.09 5.38 5.93 6.60 7.37 
5.12 5.43 6.00 6.69 7.49 
5.15 5.47 6.08 6.79 7.63 
5.20 5.53 6.16 6.91 7.77 
5.23 5.58 6.24 7.02 7.90 
5.28 5.64 6.33 7.14 8.05 
6.34 5.71 6.43 7.27 8.23 
5.39 5.78 6.52 7.39 8.39 
5.44 5.85 6.63 7.53 8.56 
5.49 5.92 6.72 7.67 8.72 
5.55 6.00 6.85 7.82 8.91 
. 5.61 6.07 6.96 7.97 9.09 
5. 5.67 6.16 7.08 8.12 9.28 
5 6.74 6.25 7.21 8.29 9.47 
° 5.80 6.34 7.34 8.46 9.68 
. 5.89 6.45 7.49 8.65 9.90 
ee 5.77 5.96 6.54 7.63 8.82 10.10 
a 5.84 6.04 6.65 7.77 9.01 10.32 
ea snae 5.92 6.13 6.77 7.94 9.21 10.55 
Sissenee 6.01 6.22 6.89 8.10 9.41 10.77 
ae 6.10 6.32 7.01 8.28 9.63 11.03 
Taccece 6.19 6.42 7.15 8.46 9.84 11.27 
See 6.28 6.53 7.28 8.64 10.06 11.51 
eae 6.39 6.64 7.43 8.83 10.30 11.77 
| eee 6.50 6.77 7.58 9.03 10.53 12.04 
ae 6.61 6.89 7.74 9.24 10.78 12.31 
Tivenese 6.75 7.04 7.93 9.47 11.04 12.61 
| ae 6.89 7.18 8.10 9.69 11.32 12.90 
Beovese 7.01 7.32 8.28 9.92 11.59 13.19 
ireake 7.17 7.49 8.48 10.18 11.88 13.52 
Deccaces 7.33 7.66 8.68 10.44 12.17 13.85 
ie <kee< 7.48 7.84 8.91 10.71 12.48 14.21 
=e 7.65 8.02 9.12 10.99 12.80 14.58 
Deeceese 7.84 8.22 9.37 11.28 13.14 14.99 
eres ee 8.04 8.43 9.61 11.59 13.49 15.44 
Besecece 8.23 8.64 9.88 11.90 13.86 15.92 
er 8.44 8.87 10.14 12.23 14.25 16.47 
Meacdes 8.66 9.10 10.42 12.56 14.67 17.09 
BBecccece 8.89 9.34 10.70 12.92 15.12 17.80 
Beccovce 9.12 9.59 11.00 13.29 15.62 18.68 
a 9.34 9.82 11.29 13.66 16.15 19.78 
Besccccs 9.61 10.13 11.65 14.10 16.79 21.18 
20-Payment Life 
———-Dividend Year—————_, 
Age [Ist 2nd 6th 10th 15th 20th 
$ 3 $ 3 $ $ 
err 4.91 5.06 5.57 6.56 7.78 9.26 
oe 4.94 5.10 5.61 6.62 7.87 9.38 
Secsess 4.96 5.12 5.64 6.69 7.95 9%.49 
ie 6ccen 4.98 5.14 5.68 6.74 8.03 9.60 
BPcceces 5.01 5.18 5.73 6.81 8.12 9.73 
Be eceese 5.03 5.20 5.76 6.87 8.21 9.85 
Bieesces 6.07 5.24 5.82 6.95 8.32 10.00 
Bes ccase 5.09 5.26 5.86 7.01 8.41 10.12 
Becccece 5.12 5.30 5.90 7.08 8.51 10.25 
i 5.15 5.34 5.96 7.16 8.62 10.39 
BBi-oscee 5.19 5.38 6.01 7.25 8.73 10.56 
BBcceccse 6.22 5.42 6.06 7.32 8.84 10.71 
> a 5.25 6.45 6.11 7.40 8.96 10.85 
eo 5.29 6.50 6.18 7.49 9.08 11.01 
oe 5.33 6.54 6.23 7.57 9.21 11.18 
Pc ocvce 5.37 56.58 6.30 7.67 9.34 11.36 
Ts c¢~enn 5.42 5.64 6.37 7.78 9.48 11.54 
BBeceses 5.46 5.69 6.43 7.87 9.61 11.71 
C—O 5.51 5.75 6.51 7.98 9.76 11.90 
Discaaes 5.55 5.80 6.57 8.09 9.90 12.09 
Daseees 5.61 5.85 6.65 8.20 10.06 12.28 
Mec ccece 5.68 6.92 6.75 8.32 10.22 12.48 
37 5.73 5.98 6.82 8.44 10.37 12.68 
5.7 6.06 6.92 8.58 10.55 12.89 
J 6.13 7.02 8.70 10.71 13.10 
. 6.21 7.11 8.85 10.89 13.32 
Tisicces 5.99 6.28 7.21 8.98 11.06 13.54 
Ts escece 6.07 6.37 7.32 9.13 11.25 13.76 
ene 6.16 6.47 7.44 9.28 11.43 14.00 
BGecccce 6.26 6.58 7.58 9.46 11.63 14.24 
BBeccece 6.34 6.66 7.69 9.61 11.81 14.46 
Dit éeqes 6.44 6.78 7.82 9.77 12.02 14.71 
ere 6.56 6.90 7.97 9.95 12.23 14.96 
Oe 6.67 7.02 8.11 10.14 12.44 15.22 
ecevee 6.79 7.15 8.27 10.32 12.66 15.48 
Cc — 6.93 7.29 8.43 10.52 12.88 15.75 
Shesesees 7.07 7.44 8.61 10.71 13.11 16.01 
DRecesvee 7.22 7.60 8.79 10.94 13.35 16.29 
BBocvese 7.39 7.78 8.99 11.16 13.59 16.59 
Bb ccese 7.57 7.95 9.19 11.41 13.85 16.87 
BBesccce 7.74 8.15 9.42 11.65 14.10 17.19 
(CONTINUED ON NEXT PAGE) 








Cathedral Builders 


Each is a cathedral builder—whether he be architect, master 
mason, or apprentice helper. And each is therefore entitled to 
respect. 

In the institution of life insurance every man and woman, in 
Field or in Home Office, is a builder in the great temple of life. 
Each is therefore entitled to respect. 

And in this organization the man or woman whose produc- 
tion is small is held in the same fraternity as the man or woman 
whose figures are in the million, provided only that conscience, 
loyalty, and industry animate the work. 

We have room for men and women of high ideals, who 
believe that life insurance is one of the supreme forms of social 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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Springfield Life Insurance Company 


A MuTuAt LecGat Reserve Lire INSURANCE COMPANY 
HOME OFFICE: SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—h office co-operation 
(4) Large actual prospect lists 


Business in Force $80,000,000 

















A. L. Hereford, President 


George Hawkins Supt. Agencies 
Springfield, IIL 


Springfield, Ill. 














OUR NINETIETH BIRTHDAY 


Ninety years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 
ing. 

The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 




















THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President Denver, Colorado 


Condition—December 31, 1924 


(ve, MTTTITTIITIITT TTT $ 7,131,728.89 
Liedilties cc ccccccccccccsecccccccccccens 6,263 ,650.65 
Capital and Surplus.......seeseeceseses ° 868,078.24 
Insurance in Force .....-seeeeeee% «+++ 54,025,068.00 


FULL HOME OFFICE CO-OPERATION ENABLES OUR AGENTS TO SUCCEED. 
DESIRABLE TERRITORY OPEN TO MEN OF ABILITY. 

















Whatever you have to say to Insurance men, you can do it more 
effectively through the advertising columns of The National Underwriter. 
One inch one column Want Ads are $5.00 an insertion. Other rates on 
application. 


National Underwriter, Chicago 
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A rate book carried about and occasionally displayed by a non- 
producer might be a form of Company advertising. 


a 
Cleo ce oo 


. . . - * * - 18.56 
But we do not believe in that kind of advertising — for two 56 146 


reasons. 
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1. It is too costly. 
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2. It is the wrong kind of advertising. It suggests 
failure rather than success. 


5 19.84 


15-Payment Life 
Dividend Year——. 


3rd 5th 10th 15n 
. 7 ° “7 ee . $ $ 
Lincoln National Life officials are certain that they can well 

afford to put an added investment in the man who carries their rate 
book in order to help him to succeed. So they give a thorough corre- on 
spondence course to all new men and supplement it by personal co- ; iss aoe fie itn 
operation and prompt service. 6 "21 9.75 10.31 1145 14.55 Ine 
15-Year Endowment 

eu - - . ic > rc , Dividend Year 
Believing that a successful agent is the best form of Company a Sel ae one con, a 
advertising, Lincoln National Life officials point to hundreds of men : a’ ale cate 


scattered over the country as examples of the fact that it pays to 
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Endowment at 60 


Dividend Year 
2nd Sith 10th 15th 2 


(Cini UP (wir THe (LINCOLN) | s&h. 
: 5.05 5. 5.6 3.43 7.43 


8.31 9.87 
a 9.49 11.58 
7.19 9. 11.37 14.17 
8.44 11.06 14.26 18.30 
Endowment at 70 
Dividend Year 
2nd Sth 10th 15th 20% 
3 3 3 
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Merchants, Iowa 
The Merchants of Des Moiries has re 


The cently issued & guaranteed income pol- 


icy, providing a 6 percent income for ten 








years and principal paid in full at the 


w es 
ese © end of ten years, premiums payable 
Z O n a 10na l e ——— - es Bh na _—. oo 
; vs In¢ ; illustration, if a policy is taken out 








when the applicant is 35 years of ag 

. the monthly interest paymerits will start 

nsurance Compan saree cos ate 

and will continue to the age of 75, at 

whee time the principal will be paid 

to the insured in a lump sum. /n case 
6é o 93 = 

Its Name Indicates Its Character of the ‘death of the insured before i 

§ fe > y nteres 2° 

ments for the balance of the ten-year 

Lincoln Life Building Fort Wayne, Ind. period will be paid to the beneficiary 

under the policy and at the end of that 

period the principal will be paid to the 


More Than $365,000,000 in Force of the ineured covers before ‘reaching 


65 then the benefits under the contract 
will be paid to the beneficiary in the 
form of monthly interest payments, 0 
the basis of 6 per cent, over a period 
of ten years, and payment of principal 
in a lump sum at the end of that period 
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———— —__ ———_———————————————————— |} its annual meeting last week E, M lp Bookstaver, Travelers; third vice- 
| Taylor of the Eureka Life was elected | president, G. C. Wuerth, Northwestern 
NEWS OF LOCAL ASSOCIATIONS | | vice-president and George L. Robertson, | Mutual; secretary-treasurer, H. M, Fra- 
| secretary-treasurer. Charles W. Sloan | zer, Connecticut Mutual; executive com- 
= ——______________ — - ——- —_- —_—_ oa vere | was made chairman of the executive | mittee members: general agents, Leroy 
— |} committee Directors for the ensuing | Bower, Mutual Life; W. M. Carroll, Jr., 
RRANGE FOR SALES CONGRESS |NAME KANSAS CITY OFFICERS | read are Bernard B, Gough, Fred B. | Berkshire Life; Harry Gardiner, John 
ines, John F. Davies, William H. Stew- | Hancock; R. W. Goslin, Prudential; J 
i and Leonard A. Spalding | Elliott Hall, Penn Mutual; Edward Sis- 
Minnesota Life Underwriters Associa- Mercet Is New President—Myers Con- | es & ley, Travelers; field men N. F. Cham- 
tion will Put on Day’s Session | tinues as General Chairman of Champaign, Ul, — Bert Hedges was | poee oer Ry yt ——~ a ~~ e, ~ 
Next Week in St. Paul | Convention Arrangements pot er ae = Pag ym tual; Ww G Eisenbauer, Equitable of 
—_—— | ——_ ing last week. Other officers are: Vice- Ne pl York; J. P Ww. Harty, Mutual Life; 

rhe Minnesota Life Underwriters As-| KANSAS CITY, MO., June 17—The | President, Miss Martha Green; secre. | B- ¥. Pennell, Union Cenural 

‘ation of St. Paul will hold an all | Life Underwriters Association of Kan- | ““7¥-‘reasurer, & =. wre p< tag mS 

soc committee member, E. J. Hutchinson, Quincy, 11, — F. G. Broker of the 


life insurance congress at the St.|sas City at annual meeting Tuesday| Np. Blanchard, who retires as presi- | provident Mutual was elected president 


day : ° } . . e 

Paul Hotel on June 19. Some of the | elected Earl G. Mercer of the Royal dent, becomes a member of the executive ) of the Quincy association at the annual 

weakers who have been engaged are: | Union as president. He has held every | committees E. E, Garrett, Monticello, | meeting last week. R. B. McKnight was 
Cc. H. DeLong and Bert Hedges, | reelected vice-president; Fred Cox, sec- 


George Wells, insurance commissioner | office in the association, and has worked | @nd 


; Minnesota; Harold Hauenstein, Phoe- | on all of the committees at various | Ch@™mpaign, were named delegates to the | ;etary-treasurer, and Herbert Hendrix 
national association meeting in Kansas named delegates to the national session. 


six Mutual Life; George Ashton, Travel- | times, especially membership and en- | 
«: P. W. Fahey, Northwestern Mutual; | tertainment. He was _ secretary-treas- ~—_. i The local organization is planning a co- 
~@ 4 ~ A tag Northwestern Mutual; |urer the past year. Other officers Ps ite: 3 P _| operative endeavor in the national in- 
T. Blanford, Mutual Benefit | elected were Reed G. Hake, agency | aoe. nino a ~ meee oe, Gqamey | Seen ae ES Oe eae 
| ’ - supervisor in Brooklyn for thé New York | will distribute cash prizes Luncheon 


J. Strouse, president of the | manager, Bankers . of Des Moines, | Life, was elected president of the New | meetings have been discontinued during 


Minnesota Life Underwriters Associa- | first vice- -president; J. J. Cain, Equitable | York association at its annual meeting. | the summer months 


on: M. J. Dillon, Pacific Mutual Life lof New York, second vice-president: | The principal speakers were John C. Mc- 

. ; oe . I x * * 
Elmer D. Allen of the New York Life Joseph E, Lockwood, general agent, | Call and L Seton Lindsay, vice-president | Les Angeles, Cal.—Los Angeles asso- 
will be chairman of the morning session, tebe tee Mutual, secretary-treasurer. - _ New York Life. Mr. Kederich | wiction will hold its regular monthly 
nd J. A. Zimmer of the Prudential E. Myers, of Mapes & Myers, has been connected with the New York dinner-meeting June 25 The election 
P , .s - aire Life practically all of his life, having t i directors for the ensuin 
will take charge of the afternoon session. taht {utual, retiring president, was | ,tarted as an office boy when he was 14 | 0! Officers and directors for the ensuing 
Music and entertainment will be fur- | elected national committeeman. Presi- | years old. The esteem in which he is | year 4 _ bene e “— aaanaln ma 
; : : r le program are 
sished by Harry Wessel and Mel. | dent Mercer immediately reappointed | held by company officials and field men | heer og “wer Sachem aa “h ne idental 
es ‘ ’ ‘ Ld ‘ a 
lever. Mr. Myers general chairman of the | was shown by the fact that a delegation Life, whose subject is: “A New Field of 
* * * local committee on the national conven- | of New York Life men a Prospects,” and Herbert Rawlinson, the 
Central Massachusetts—George A. Ga- | tion. A vote of appreciation and thanks with 114 applications for mem ership | 4) known motion picture star, who 
briel of Worcester, Mass., has been | was given the retiring president. — checks = yen ge ag on — 9 | will talk on “The Public's Opinion of 
2, “e " 7 2 ‘eo “s ‘ Tp ° staver, genera agen Oo Ve raveliers . P : 
elected president of the Central Massa- The report of Secretary Mercer for lie wen ot ene tee @ Stew Ger biti the Life Underwriter It is also an 
a ‘ alee r | nounced that Mr. Rawlinson has kindly 


husetts association at the annual meet- the year showed eee mbershi : , — “ : 
ng at Worcester last week. ae yes sh ‘ j esent membDership man, also presented President Kederich consented to bring his ukelele and enter- 
of 314, a gain of 103 for the year. Re- | 35 applications for membership, making tain the meeting with a number of se- 
, ports were made on arrangements for | @ total of 149 lections. Herbert House of the Lincoln 
—— pe Sea the national convention showing each | | on peda tens er aN _——- National Life is also on the program 
sociati nas ciose Jusiness completely as — 4 . 4 . a reportec a rembersnip oO ,490, an in- aan as 1 
mtil October. Not even aaeaiinen meet- detail well in hand and high degree ol crease of 101 during the year with 149 for a group of piano numbers 
ings will be held in July, August and | cooperation irom committee members more applications to be acted on at the 7 eS 
September. The fall campaign will re- and others, with especial gratification next meeting. He spoke of the success | Lansing, Mich.—George E,. Donnell, 
sume with a membership drive as usual | Over the extensive coope ration for the | during the past year of the business | district agent for the Northwestern Mu- 
after the summer recess. The associa- | convention being given by the Chamber | practices committee in improving ethical | tual Life, will head the Lansing asso- 
tion officers are looking forward to the | of Commerce. conditions, on which a full report will | ciation this year as president, it was 
most successful year ever in the history ** * be given at the annual meeting of the decided last week at the annual meet- 
of the organization. Committee appoint- National Association in Kansas City. ing of the association. Other officers 
ments for 1925-1926 will be officially an- | Baltimore, Md.—Lewis Kurtz of the Other officers elected were as follows elected were: E, P. Magee, local manager 
nounced by President Pierce before the | John Hancock Mutual Life was elected | First vice-president, Charles B. Knight, of the Sun Life, vice-president; Glenn 
end of this month. | president of the Baltimore association at | Union Central; second vice -president, J.| 8S. Kies, district manager Peoria Life, 


A. M. Griffin, 


State of Missouri Representative 


ATURALLY you are ambitious, you want to succeed—get ahead—but Hl 
you are from Missouri and want to be shown. 
A. M. Griffin has our proposition and is fairly itching to present it to 
you. He has been showing men from Missouri for a comparatively short 
time, and that it is well received is shown by the fact that he has built up a power- 
ful and successful agency force for the Peoples Life in this territory. 
Now He Wants Now 


Agents and District Managers 


. If you are qualified, and would like to work with him and the Peoples Life 
“the company with a future for you,” communicate with him at once, address- 
ing the Home office. a 


* * * 
























There is a future for you 


in the ‘‘Show Me State’’ 
with The Peoples Life 



















Chicago, Illinois 
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There’s a Reason 


CHICAGO NATIONAL LIFE 
Ranks Third 


The following figures taken from the official report of the Insur- 
ance Department of Illinois show the amount of new business written 
in 1924, by the Legal Reserve Life Insurance Companies of Illinois in 
their home state, This does not include insurance in force or business 
written in other states. 

Began Present Business Written 

Illinois Companies Business Age in Illinois, 1924 
Illinois Life 32 $12,481,121 
Peoria Life 908 8,609,556 
6,677,852 
6,609,547 


Rank 


Franklin Life 

National Life, U. S. A. 
Continental Assurance Co 
Mutual Trust Li 

CONES BAUD GE BGIRicccceesscasesccsvce ai 
Mutual Life of Illinois 
Rockford Life 

Old Colony Life 

North American Life 
Liberty Life 

Peoples Life 

International L. & T. 
Clover Leaf L. & 


U. S. National L. & C 

Providers Life 

Victory Life 

Federal Life 

Northwestern Union Life 

Public Life 

PE SED. coddnmsexeksvncchesceesess x 
Our Company is growing fast. , 
Our policy contracts are simple and liberal. 
Our premium rates are as low as the lowest. 
We pay liberal commissions to our agents. 
Territory open in Illinois, Indiana, Iowa and Missouri. 
For further information address 


A. E. JOHNSON 


Agency Manager 


202 South State Street 


Cenqus Whore 


NS 
mundo me © to 


Chicago, Illinois 








q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 


Home Office, Madison, Wis. 

















IF YOU ARE STRONG ENOUGH TO STAND ALONE 


Secure a contract with California State Life and receive the full com- 
mission on your business without reduction to take care of the expenses 
of superintendence and losses from advances to weak salesmen. 

Exceptional opportunities for capable, experienced salesmen. Attract- 
ive first year commissions and liberal renewals. References required. 
No advances. 


Write to: 
J. R. Kruse, Vice-President 


CALIFORNIA STATE LIFE 


Sacramento 











secretary; E. A. Johnson, special agent 
Equitable, treasurer. 

Six new directors were also chosen 
after by-laws of the association had 
been modified to permit this action. The 
executive committee will henceforth be 
made up of the officers and directors. 
Directors chosen were: J. Arthur Pino 
and Fred M. Wilson, three-year term; 
N. E, Glassbrook and R. Guy Brownson, 
two-year term; C. A. Egeler and Beld- 
ing Simmons, one year. 

*x* * * 
Pontiac, 


Mich.—The Pontiac associa- | 





tion is planning to obtain use of a radio | 
broadcasting station soon to present a/| 


program boosting insurance and Pontiac 
activities. Charles F. Durrant has been 
named chairman of a committee to in- 
vestigate the plan, with Elmer G. Wil- 
son, B. A. Whipple and George E. Rogers 
as aides. The scheme was outlined at a 
banquet meeting attended by over a 
score of local life insurance men. Don- 
ald A, Johnson, Detroit, Michigan man- 
ager for the Connecticut General, and 


| 
| 


| 


| 


| 


| 
Dr. Paul Paterson, Pontiac pasto, 


dressed them. Todd Rockwell, 1924 Dy 
versity of Michigan football quarter. 
was present and gave severa) , 
solos. veal 
*x* * * 


Paragould, Ark-—aA life underwrit 
association has been organized here wn 
11 members and officers as follows: TE 
Copeland, chairman; Charles Greer, View. 
chairman, and Mrs. Nona Dixon, s¢., 
tary-treasurer. "7 


* * * 


Saginaw, Mich.—The annual picnic of 
the Saginaw association was held Saty, 
day at Linwood Beach on Saginaw py 
Lake Huron. Sports were enjoyed jy: 
cluding a baseball game betweep the 
“Extraordinaryites,” with Herbert v 
Schnettler, captain, and the “Industria. 
ites,” captained by F. W. Henkel. The 
frolic was in charge of a team op. 
posed of Mrs. Grace Sullivan, captaiy 
Harry B. Fisher, lieutenant; O. EF, Ly. 
sen, Frank W. Pohlman and Mr. Henka 








—=} 


SOME RECENT COURT CASES THAT 
INVOLVE LIFE INSURANCE | 
| 





Waiver of Lapse of Policy for Non- 
Payment of Premium—The defendant 
assurance society accepted overdue 
premiums on a policy of life insurance, 
with knowledge that assured was crit- 
ically ill, and retained such premiums, 
giving a conditional receipt. Held that 
such action was a waiver of the for- 
feiture or lapse of the policy for non- 
payment of premiums. Toles vs. Equit- 
able Life Assur. Sup. Ct. of Minnesota. 
Decided May 8. 


* * * 


Sect. 16, Chapter 99, Session Laws, 
1913, Relating to Taxation of Insurance 
Premiums Construed—By statute a tax 
of 2 percent was levied upon all premi- 
ums collected or constructed for each 
year, etc. Plaintiff insurance company 
refused to pay the tax upon certain steps 
against it. Plaintiff was a mutual insur- 
ance company. Each year it declared a 
dividend and permitted policyholders, 
among other things, to have the divi- 
dend applied toward future premiums. 
Held, that such dividends were within 
the statute and were taxable as premi- 
ums collected. Judgment reversed and 


Cochrane ys 


action ordered dismissed. 
of Colorad 


National Life, Sup. Ct. 
Decided April 6. 


* * * 


Rule as to Presumption of a Person 
Death Construed—Plaintiff, the ben. 
ficiary in a policy on her husband's lif 
brought this action on the policy, claim. 
ing he was dead. The husband had dis. 
appeared Sept. 29, 1915. The policy e. 
pired Aug. 20, 1919. This action was 
begun Sept. 19, 1923. The evidence was 
mainly on depositions and was not con- 
flicting. The jury rendered a verdict for 
defendant. This was set aside by the 
court on the ground that the evidence 
was insufficient to justify it. Held that 
order be reversed and judgment entered 
on verdict. While there was a presump- 
tion that death had occurred when 3 
party was absent for seven years without 
tidings of his existence, yet the time 
when death occurred was a question for 
the jury. The burden of proof that 
death took place before expiration of the 
policy was on plaintiff, the party assert- 
ing it. Peterson vs. Northwestern Mu 
tual Life Sup. Ct. State of Washington. 
Decided April 23, 1925. 








ACTUARIES DISCUSSED 
NON-MEDICAL BUSINESS 


(CONTINUED FROM PAGE 4) 


company with a limit of $5,000 for ages 
15 to 50. The underwriting details 
proved so satisfactory and there ap- 
peared so little selection against the 
company that the inter-company bureau 
which was first organized to handle the 
business was dropped. Mr. Smith also 
referred to the question of M. I. B. re- 
ports. One of the other speakers had 
suggested that the M. I. B. report had 
been looked upon as the one safety 
check in the acceptance of risks and 
that the general adoption of non-medi- 
cal business would eventually diminish 
the value of the M. I. B. report. Mr. 
Smith said, however, that the compa- 
nies gave more to the M. I. B. than they 
got from it under the non-medical plan. 


Watch Incontestable Clause 


Another angle that was given consid- 
erable attention was that of the effect 
of the incontestable clause on this class 
of business. Henry Moir, president of 
the United States Life, suggested that 
the laws should be changed to have the 
incontestable clause read “incontestable 
except for fraud.” He said that the 
writing of non-medical business without 
such a qualification might open the way 
to unjust claims. Thomas W. Black- 
burn, general counsel for the American 
Life Convention, who was a guest at 
the session, said that while this was de- 
sirable, it would be an almost insur- 
mountable task. He said that all but 





one state in the country had now made 
the incontestable clause effective after | 


two years, instead.of one year, but that 
a complete change to include the words, 
“Except for fraud” by all the states 
would be very nearly impossible. Mr. 
Moir said, however, that it was often de- 
sirable to attempt to achieve the impos 
sible. He pointed out that in connec- 
tion with Canadian business the Privy 
Council in England had decided that the 
incontestible clause assumed the exist 
ence of no fraud. He also said that 
when the incontestable clause was 
adopted in New York, he had been as- 
sured by some of the countries’ leading 
counsel and those who were responsible 
for the bill that a similar interpretation 
would be given in the United States. He 
pointed out, however, that the supreme 
court decisions have not followed out 
that viewpoint. 


Nearing $10,000,000 Goal 


The Central States Life of St. Louis 
up to June 1 had issued $8,172,334 for 
the year compared with $6,748,725 lor 
the same period in 1924. The compaty 
has set a goal of $10,000,000 for the frst 
six months and officials are confident 
that the agency force will turn in_not 
less than $2,500,000 in June. The May 
production was $2,036,064. 


Building a Business—How to sé 
prospects, how to close them, how to rua 
an agency, the best way to handle oud 
agents and part-time men, the bes 
office system, stimulating pointers 
how to get the most out of yourself, how 
to keep interested, in short, how to 


book if you study it. Price, 
copy. The National Underwriter, 
Insurance Exchange, Chicago, IIl. 
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ows IN POPULARITY 


—_——_— 


gpICAL MEN APPROVE PLAN 





ore Optimistic Anticipate Bulk of 
Future Business to Be Non- 
Medical 





With the increasing popularity of non- 
nedical life insurance business, evi- 
enced by frequent additional announce- 
ments of the entry of new companies 
to this class of business, there is also 
idence that the popularity is not con- 
‘ged alone to the business-getting de- 
partment of the life companies, but is 
jound with the medical men as_ well. 
During the early days of the establish- 
ment of this class of business, the de- 
mand came largely from the agency 
departments and non-medical business 
was permitted largely as an inducement 
or additional business. There was some 
reluctance on the part of medical men 
to extend their whole-hearted approval 
to the plan at first. Now, however, the 
medical men are frequently among the 
most ardent advocates of non-medical 
business. 


Home Office Men Approve 


This may not be true, of course, in 
the case of the medical examiners, as 
the plan, if developed to any great ex- 
tent, will eventually result in a great 
loss of business to the local examiner. 
However, the home office and medical 
men, those who have the task of work- 
ing out the plan directly in charge, have 
in many cases becorhe as enthusiastic 
about the proposition as the agency de- 
partment men. In one case a home office 
medical man stated that he believed 
non-medical business will soon become 
the established custom in life insurance 
and, with the increase of acceptable 
limits, 80 percent of all life insurance 
written in the United States will be on 
the non-medical plan within a decade. 


Say Questionnaire Sufficient 


In no way belittling the work of the 
local examiner, the home office men 
point out that there are some disadvan- 
tages to the plan of omitting the medical 
examination, the net result being, how- 
ever, that the numerous advantages 
overshadow the disadvantages. It is 
true that the questionnaire filled in by 
the agent and prospect cannot draw out 
facts as to certain ailments that may be- 
come fatal. That is, if the medical 
examiner, in filling out the application, 
comes upon an answer that might arouse 
some suspicions, he can immediately 
quiz the prospect and ferret out the 
facts. In a case of one untrained in 
medical science, this answer might be 
entirely overlooked. On the other hand, 
the home office, now checking more 
closely, may catch this. That would not 
be a case of fraudulent application, but 
of a presentation of the facts as seen by 
the prospect. Furthermore, the agent 
is not able to judge the general condi- 
tion of the applicant, as is an experi- 
enced medical man. Often an examiner 
can see at a glance that something is 
Wrong, whereas the routine questions 
might not bring this out. 


Favor “Honor System” 


On the contrary, it is believed that the 
honor system” will result in a much 
higher grade of business. An applicant, 
Put entirely on his honor and realizing 
that his beneficiaries will lose the entire 
estate if he misrepresents the case, is 
not apt to permit any misstatement to 
80 over his signature. Especially is this 
— in the cases of application forms 
that conclude some such statement as 
1 have read every question and answer 
in this questionnaire and found them to 
be true statements of facts.” 

Not only is the prospect more apt to 
fresent an honest case, but the agent, 
_— with entire responsibility for the 
yg and knowing that misrepresenta- 
‘on may mean a loss of his company 








HELD AGENCY MEETING 





GEORGE WASHINGTON RALLY 





Life Men Who Are Topnotchers in the 
Company Were Guests at the 
Convention 





The George Washington Life of 
Charleston, W. Va., entertained _ its 
League of Agents at their ninth annual 
convention this week. The meetings 
were held under direction of Ernest C. 
Milair, vice president and secretary, at 
Virginia Beach, Va. 


Those in Attendance 


Among those who attended were—F. 
J. Kulman, president of the league, Sa- 
vannah, Ga., Messrs. Emerson and 
Gammon, vice presidents Leaksville- 
Spray, N. C., K. R. Thompson, secre- 
tary of the league, Reidsville, N. C., 
Max Cohen, treasurer of the league, 
Charleston, W. Va., Harrison Bowne 
Smith, Charleston, W. Va., W. A. Wat- 
son, Jr., Prospect, Va., Guy A. Ritter, 
Princeton, W. Va., F. O. Redford, 
Louisville, Ky., R. S. Porter, George- 
town, Ky., Jno. W. Nash, Blackstone, 
Va., H. B. Kincaid, Clarksburg, W. Va., 
Wm. A. Alexander, Nashville, Tenn., A. 
L. McArthur, Cordele, Ga., S. Lord 
Hyde, Charleston, S. C., D. C. Harris, 
Cadiz, Ky., Grover Shropshire, George- 
town, Ky., Fred V. Cooper, Athens, W. 
Va., and Dan A. Klutts, Ripley, Tenn. 


Company Officials Present 


officials of the company and 
guests were—President Harrison B. 
Smith, Vice-President and Secretary 
Ernest C. Milair, W. E. White, Deputy 
Insurance Commissioner of West Vir- 
ginia, Dr. H. H. Young, medical direc- 
tor. L. Ray Ringer, agency secretary, 
Chas. H. Tiffin, assistant secretary; 
Cleaveland F. Milair, agency statistician, 
William Schultze, assistant cashier, J. 
O. Jennings, general agent, Charleston, 
W. Va... W. B. Yowell, general agent 


The 


Memphis, Tenn., Robt. Stone, agent, 
Stoneville, N. C., John Water Pros- 


pect, Va., and Mrs. L. P. Henderson, 


cashier at Savannah, Ga. 


Reports Large Increase 


The Union Central Life reports a May 
business 37 percent larger than for the 
corresponding month last year, while 
the total business for the first five 
months to June 1 is 24 percent greater 
than for 1924. According to the offi- 
cials‘ of the Union Central, there is 
every reason for optimism for the fu- 
ture. 


Illinois Life Agency Meeting 


The annual meeting of the Illinois 
Life $100,000 Club will be held at the 
home office, Aug. 27-28. The first day 
will be devoted to a drill on the rate 
book, covering the various forms of 
policies issued by the company and 
sales methods. The meeting the sec- 
ond day will be devoted exclusively to 
agency building topics. The first day’s 
business session will be followed by a 








banquet and dance at the Hotel La 
Salle in Chicago. 
connection, will become a true life 


underwriter and not merely a solicitor. 
All around, the plan will effect a more 
efficient organization, with both agents 
and home office men showing more care 
throughout. Added to this is the saving 
of time and money, particularly in rural 














districts, and the overcoming of any 
resistance that may arise from the ex- 
amination. 


medical director of the Wisconsin Na- 
tional Life, has returned from a week's 
trip through the south. Dr. Conley at- 
tended the sessions of the American Life 
Convention’s Medical Section in Louis- 
ville and then visited his parents and 
relatives in the south. 


| 
Dr. J. M. Conley of Oshkosh, aes | 








OWNERSHIP OR STEWARDSHIP? 


The difference in meaning between these two words 


is the difference between the policy and management 
of the 


Inter-Southern Life 


Insurance Company 
Louisville, Kentucky 








And 


Banks, Financial and other Commercial Institutions. 


Ownership is of pagan origin, 
Stewardship is of Hebrew and Christian origin. 


Inter-Southern Life 
Insurance Company 


FOUNDED * os 
BUILT ON The Principles of 
OPERATED. STEWARDSHIP 


For the Ever Increasing Family of 


INTER-SOUTHERN POLICY HOLDERS 


That accounts for the INTER-SOUTHERN 


Low Rate Compound Option 4% Coupon Policy Contracts 
And its 

Low Rate Multiple Option 3% % Coupon Policy Contracts 
And its 

Low Rate Group and Employes Club Plan Contracts. 


A Sie Life 


Insurance Company 
Louisville, Kentucky 


Operates in Ten States: 


Kentucky, Illinois, Indiana, Ohio, Pennsylvania, West 
Virginia, Tennessee, Arkansas, Georgia, Florida 


Good Contracts for Good Producers 
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Every month the agents of this Company write its advertisements. 


ee Wooten wrote this ad 


LEE WOOTEN 


Mr. Wooten has been an em- 
ployee of “The Friendly Company” 
for more than twelve years and is 
listed among our most successful 
personal producers. He knows 
from personal experience that the 
expression, “The Friendly Com- 
pany,” is more than a business slo- 
gan and that the spirit actually 
exists in word and deed. Mr. 
Wooten feels that this spirit has 
done much to make him a success- 
ful life underwriter. 


Peoples Life Insurance Company 


On February 2nd, 1913, I signed a 
contract with the Peoples Life Insur- 
ance Company of Frankfort, Indiana, 
and on that day wrote my first applica- 
tion, and from then on I have had no 
regrets for having made this connec- 
tion. 


The officers of this Company are 
men of the highest integrity and ever 
willing to assist and maintain the field- 
man that establishes himself as a Life 
Insurance Producer. A new man en- 
tering this work will do well to investi- 
gate the high principles cf the “THE 
FRIENDLY COMPANY,” for theirs 
is a worth while contract and through 
their program of co-operation, SUC- 
CESS IS INEVITABLE. 


To follow and to lead—a greater 
field of usefulness—to him who enters 
this laudable work of benefiting 


HUMANITY. 


“LIFE INSURANCE IS A COM- 
MODITY—TO BE PURCHASED 
THE SAME AS ANY OTHER PER- 
SONAL UTILITY.” 


“The Friendly Company” 


Frankfort, Indiana 


General agency opening in the following states: 


Illinois 


Arkansas 


Ohio lowa 


Michigan 


Texas California 


WATCH DISABILITY fy 


| EFFECT OF NON-MEDICAL piy 


Question Raised As to Whether Ap 
of Examination Will Increase },, 
ard Along That Line 


thy 


One interesting question which has 
come up in connection with the Wide 
extension of the writing of life insur. 
ance without medical examination Con. 
cerns the effect which this plan will hay 
on the experience of the companies y. 
der the total and permanent disahjij 
clause. 

This feature is being watched wx 
especial interest by the companies thy 
are writing noncancellable health and y. 
cident insurance, in view of the fact thy 
the coverage granted under the toy! 
and permanent disability clause of q jj 
policy, where the 90-day limit js jy. 
cluded, is practically the same as thy 
given under a noncancellable disabily 
policy with a 90-day elimination perio( 

Safeguard Is Removed 


The “non can” writers claim that th 
medical examination which they requir 
for that form of insurance is much mor 
stringent than the ordinary life insy. 
ance examination and point out that i 
many cases applicants who have passe 
examination for life insurance have bees 
rejected for noncancellable. — Withow 
even the safeguard of the ordinary med. 
ical examination, much interest is ex. 
pressed as to how the life companies wil 


| come out under the disability provision 


Practically all of the companies writ 
ing nonmedical business include the to- 
tal and permanent disabilitv provisions 





in such policies when requested, most 
of them on the same basis as for ex- 
amined business, although the Prudes- 
tial requires an examination if the pol- 
icy contains provision for an income in 
the event of total and permanent disa- 
bility, issuing the usual limited disabil- 
ity provision, however, without examin- 
ation. 
Expect to Offset Adverse Selection 


Officials of companies writing bus- 
ness on this plan admit the possibilit 
that there will be an adverse selection « 
permanent disability business, due to the 
absence of medical examination, but 
think that the limit placed on the size 
of the policy will be a factor in this con- 
nection, as an adverse selection regard- 
ing disability risks is not as apt to be 
found in connection with small policies 
as it is with policies for larger amounts 
It is also contended that any increased 
hazard of speculation on the disability 
benefit, as well as on the regular life 
business, will be offset by the increased 
business and savings in medical fees 
is believed that extreme care in under- 
writing the business and a very careful 
inspection should result in keeping this 


| hazard to a minimum. 


Where the disability income feature 1s 
chosen, it has been the experience that 
there is more or less selection against 


| the company, and as the extra premium 
| for such benefit is very small in compar- 


| tion with 


ison with the benefits granted, even 4 
slight contrary selection is a matter o! 
importance. Special caution in connec- 
disability income cases 15, 


| therefore, considered necessary. 

















WANT ADS 
in The National Under- 


writer are read every week 
by thousands of interested 
insurance men—that’s why 
they are result getters. 


1 inch $5.00 
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me of the Practical Points That Are | 


| companies in the selection of their risks. | 
If the A-B Company is financed to ab- | 
| sorb that shock, all is well; if not, see | 
what a risk confronts it at this moment | 


dorsements or to replace credit which 
might be withdrawn at his death. 

_ The capitalist insures the head or of- 
ficers of a corporation which he is back- 
ing financially. 


Used in the Solicitation of Business | 


and Corporation Life Insurance Cases| 


BY I. H. OFFNER 
Manager Massachusetts Mutual Life at Milwaukee 
A-B | 


28,” | 


BELIEVE that it is a well-recog- | stated “Mr. A., president of the 
nized fact that the majority of cor | Company, Chicago, died on Sept. 

orations are so-called close corpora- all 

m. which means that the assets and eee 4 Se 
cies of the company are in the con- | 
ol of very few men. In probably 98 | Is it of any significance to you that | 
reent of the incorporated businesses | Bradstreet sent out such a report; that 
in the United States the ownership for | is, is it of any significance to you as a | 
| important purposes is in the hands | life insurance man? If not, what sig- 
{from two to five people. Corpora- | nificance would it have to you as a large | 
ions Where stock is owned by 100 peo- | creditor to the A-B Company? 
le or more constitute probably less Imagine for a moment that you are | 
han 1 percent of all the corporations | the credit manager of some large mer- | 
in the country. chandise or manufacturing company. 
The security of the credit basis is in | 

your control. Suddenly on your desk 
appears the notice: “Mr. A., president 
of the A-B Company, died yesterday,”— 
nothing else. No other word, Just that. 
Of course, the fact that Mr. A’s death | 
must have appeared important to Brad- | 
most businesses are small groups of | street. Otherwise, why the notice? — 
elort and interest, just like a family, the Remember you are the typical credit | 


Groups of 
Effort and Interest 
lf this is a fact or approximately true, 
what bearing has it from the solicitor’s 
standpoint on the writing of business 
insurance? To me it means that as 





—and I need not say that this risk is | 


not of the imagination only. It has con- 
fronted thousands of businesses in the 
past and will confront endless thousands 
in the future. 

Now that little Bradstreet report could 
easily have added these _ significant 
shock-absorbing words: “Mr. A’s life 
was insured for $50,000, payable to the 
A-B Company.” I venture to say it 
would have contained these words if the 
uses, benefits, and cost of business in- 
surance had been properly impressed on 
the attention of the A-B Company. Cer- 
tainly it should have contained them. 


What Service Life Men 
Can Give to Business 


As service men in the life insurance 
profession, it is our duty. to anticipate 
every such situation and not rest until 
we have relieved it. To believe in this 
important function of life insurance is 
not enough. We must act on our be- 
lief. 

Now why should a company buy busi- 
ness insurance? Just what are its uses? 

To my mind the first reason, and what 
many think the most important, is: To 





interests in each such group are clearly ee 
defined. The risks involved are easily — 
ascertainable. The risk which can be 
relieved by life insurance can be forcibly 
emphasized and the need of the insur- 
ance can be firmly impressed. 


Difference Between Companies 
Is Pointed Out 


Because of the fact that most cor- ! 
porations are owned and controlled by | 
very small groups, many being practi- | 
cally owned by two or three persons, | 
the risks involved in one life or in each | 2 : 
life of such a group must be much; manager. The safety of the credits of 
greater for each individual in such ‘cor- | your own house is your paramount re- 
| sponsibility. You know that this same 


porations than in corporations owned | nsib 
| notice is undoubtedly on the desks of the | 





a number of years. Mr. Offner was 


He s 


more and more familiar. Mr. 
that can be used in the canyass. 














by large groups. To illustrate my point, : ; : 
the death of the largest stockholder of, | credit managers of dozens of other | 
| houses doing business with the A-B | 


let us say, the United States Steel Cor- 
portation would have practically no ef- 
lect on the Steel Corporation. The death 
ot the chairman of the board of the 
Pennsylvania Railroad would have no 
perceptible effect on the Pennsylvania 
Railroad. But the death of John Smith 
or Henry Jones—the practical owners 
ot the Smith-Jones Company, might, 
probably would, have a very immediate 
~—a very marked effect, possibly a very 
disastrous effect, on the Smith-Jones 
Company, 


Smaller Concerns Really 
Need the Protection 


Company. 


Effect of the Death 
On One’s Business 


Now what is likely to be the first 
thought in your mind, Mr. Credit Man? | 
I think I know. “How will Mr. A’s 
death affect the A-B Company? What 
disposition will be made of his inter- 
ests? Had we not better slow up and 
await development?” 

You will then probably send for | 
Smith, your chief order clerk, and for | 
Jones, your chief bookkeeper. You will | 
ask Jones for a complete statement of | 

It is therefore such companies which | the account of the A-B Company. Then 
need the relief of business insurance as | you will tell Smith to look up how many | 
4 natural measure of safety, and it is | goods are on order for the A-B Com- | 
towards the serving of such companies pany and how much is ready for ship- | 
that the greatest effort should be con- | ment. In the meantime you will in- 
centrated by an agent desiring this | struct him to withhold all deliveries for 
Prohtable business—profitable, because | further instructions. You will get in | 
it is so necessary. Business insurance | touch with other creditors of the A-B 
is of the greatest value to the closely | Company. You will find out what they 





owned business, and that is where the | are going to do and will tell them what 
stress and effort of presentation should 
be Sven to its maximum. 

On Sept. 22, 1919, Mr. A., president 
ot the A-B Company, of Chicago, died. 
Be Sept. 29, 1919, just one day later, 
pradstreet sent out their report to a 
tne number of subscribers who, 
een Previous inquiry, had shown 
nterest in the credit standing of the 


you are going to do. 


Credit Man Must Be 
Alert on His Job 


So immediately starts the relentless 
credit machine in a dozen different mer- 
cantile houses and banks. We speak 
of the cold-blooded credit man, but it is 
just as necessary for him to be alert to 


Mr. Offner is well equipped to write on the subject of business and 
corporation life insurance because he has given it particular attention for 


Benefit Life in Chicago and later was one of the main men in the Bokum 
& Dingle general agency of the Massachusetts Mutual Life in that city. 
i on business insurance when he devoted his entire time to 
carrying the rate book. This is a subject with which life men should become 

ffner ptesents some practical thoughts 








Company. This report merely | the risks of credit as it is for our own 





formerly connected with the Mutual 











If 


protect the credit of the business. 


| no other reasons existed, this would be 
sufficient in nearly every Case. 


A. Bar- 
ton Hepburn, formerly Comptroller of 
the Treasury, and chairman of the 
board of the Chase National Bank, New 
York, speaking of business, said: “Un- 
derneath the great superstructure lies 
the credit foundation, consisting of abil- 
ity and determination on the part of 
men to meet their obligations at matur- 


ity.” Life insurance guarantees the 
“ability” and proves the “determina- 
tion.” 


Other Ways That Insurance 

Can Help Business 

Here are some of the other uses: 

An active partner is insured for the 
benefit of a partner retired from active 


management. 
Technical men, heads of departments, 


| whether stockholders or not, are insured 


for the benefit of the company as a 
measure of replacement value. 

Partners insured for each other's ben- 
efit, the policies being payable to the 
survivor or survivors with a definite 
agreement as to the purchase of the in- 
terest of the deceased partner. 


Business Insurance 
Gives Stability 


Officers of a corporation insure for 
the benefit of the corporation, as a meas- 
ure of credit stability with or without 
a contract designating price and condi- 
tions under which the stock of the de- 
ceased may be acquired. 

The financially strong member of a 
company is insured to protect his in- 


g Managing executives and heads are 
| insured to assure continuation of divi- 

dends for one or more years during the 
| period of readjustment following the 
| death of a managing officer. 

Of growing importance ih this day of 
business expansion and the building and 
equipping of new factories is insuring 
for the purpose of protecting bond is- 
sues which it might be advisable to call 
in in the event of the death of one of the 
controlling interests. 


How Harriman Bank 
Views Insurance 


On Nov. 11, 1916, there appeared in 
the New York “Evening Post” an ad- 
vertisement of the Harriman National 
Bank headed “Life Insurance a Credit 
Factor.” This advertisement is so per- 
tinent and expresses so clearly the 
necessity for business insurance from 
the creditor’s point of view that I believe 
every life insurance man would benefit 
himself if he knew it by heart. 

This is the advertisement: 

“The honorable man in his will first 
makes provision for the payment of his 
just debts, and only thereafter seeks to 
provide for even those nearest and dear- 
est to him. This is proper, and should 
be so regarded particularly by the ac- 
tive business man who would leave to 
his family not only the material rewards 
of his endeavors, but that which is 
greater than riches—a good name, In 
no better way can this provision be made 
than by life insurance in favor of his 
business. 


Many Times Insurance 
Would Have Saved Day 


“Instances are numberless where such 
insurance would possibly not only have 
saved creditors from loss, but surviving 
partners from failure and family distress. 
Failures in business are due in the least 
degree to lack of intention to pay, and 
in the greatest degree to inability to pay 
from a dozen other causes, one of which 
is untimely death of the individual upon 
whose personal activities or invested 
capital the business is dependent for its 
success. 

“An important feature of business life 
insurance is the additional credit re- 
sponsibility which it confers; it is also 
an asset of growing value from year to 
year; and, all in all, this type of insur- 
} ance is so reasonable and so obviously 
| advantageous, that it might readily be 
made a requirement of all commercial 
borrowers. 

“The Harriman National Bank does 
not hesitate to recomntend and in many 
instances to demand the protection of 
| business insurance for its own interests 
as well as those of the borrower.” 


Some of the Benefits of 
Carrying Business Insurance 


What are some of the benefits in car- 
rying business insurance? To my mind, 
these are some of them: 

With corporation insurance an organ- 
ization can command loans without dis- 
turbing the regular source of credit. 

In case of financial panic a sinking 
fund is provided under a business life 
| insurance policy for quick cash assets. 

Where the success of a business de- 
pends upon the assurance that, to estab- 
| lish the business firmly, certain partners 
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. . . | 
must live, business insurance creates an | 


important asset. 
partner's death it protects the credit of 
a growing establishment. 

A successful organization adopts every 


known instrument which will protect 
one’s business and those who are di- 
rectly or indirectly interested therein, 


and as a measure of financial strength- 
ening, nothing serves better than life in- 
surance. 

The writing of business insurance is 
not quite the same as writing personal 
insurance, although the insurance fur- 
nished is the same. You can readily see 
that the motives for buying business in- 
surance are not the same as induce one 
to buy personal insurance. 

The obstacles to be met with in its 


writing are also of a different nature. I | 


must admit that the obstacles met in 
writing business insurance are harder to 
overcome than in writing personal insur- 
ance. But as the amounts written are 
usually much larger, the extra effort ex- 
pended is well worth while. 


State Income Tax Is an 
Obstacle in Wisconsin 


At this time in Wisconsin the 
obstacle usually met is the state income 
tax on insurance payable to a corpora- 
tion. This has got to be met firmly by 
a strong presentation of the uses and 
necessity for the insurance in spite of 
this tax. The fact of the tax does not 
change the condition which makes the 
insurance necessary. If the insurance 
was needed before the incidence of the 
tax, it is needed now. The only change 
is that the net amount receivable is re- 
duced. If this is an objection, it can 


easily be met by placing a larger amount 





MISSOURI 












ANTHONY OVERTON, President 


M. A. NATION, Pres. 





In the event of such a | 





first | 


ILLINOIS 


of insurance. It is no less necessary to 
protect the business with an income tax 
assessable than it is to make profits with 
an income tax assessable. 

Have you heard of any company re- 
fusing to make profits because of the 
income tax? The argument would be 
just as sound as refusing to take busi- 
ness insurance on this account. 


Corporation Should Not 
Carry All Risk of Loss 


Another obstacle often met is the be- 
lief that every man 


situation requiring business insurance it 
is a difficult one to overcome. R. G. 


Dun & Company’s general manager has | 


said: “Any corporation whose officers 


are not of value to that company ought | 
to get new officers or get out of busi- | 
If those officers’ lives are valu- | 


ness. 
able, that corporation should not carry 
the entire risk of their loss.” 

Other obstacles met are 
encouraging employees or 


the belief that a great difference in age 
results in an unequal distribution of the 
benefits, which is easily disproved; the 
fact that one partner is uninsurable. 
This sometimes upsets the entire nego- 
tiation. It should not do so, however. 
If adroitly handled it should create a 


keener desire to insure on the part of | 
the insurable partner who has had the | 
risk of insurability thus brought directly | 


home to him. It sometimes results in 


the failure to place the business insur- | 


ance but results in placing personal in- 
surance on the life of the insurable risk. 

The greatest obstacle is the failure on 
the part of the agent to provide a defi- 


OHIO WEST VIRGINIA 


Mr. Agent: 


Have you ever had a colored risk to place? 


it? Put the Victory Life on your 


can be replaced. | 
Unless this belief is offset by a financial | 


the fear of | 
associates | 
with the idea that they are invaluable; 


the death benefits. This is almost en- 
tirely up to the agent to provide. 
success in writing business insurance 
will largely depend upon his ability in 
this line. As you have heard, business 
insurance has innumerable applications 
and new angles for its uses are met with 
constantly, but in every instance there 





plan. 
You will note that the uses and bene- 
| fits of business insurance far outweigh 


one to have the obstacles called to his 


against them. 


Many Aids in Writing 
of Business Insurance 


the law of compensation. All creation 


bows to this law, and so there is com- 


nite plan for the distribution and use of 


must be a genuine need and a definite | 


His | 


= 
selves more readily about their busi 
affairs than about their persona} of 
and will discuss business insurance 
an agent where they might objec 
discuss a personal insurance. : a 
fore easy for a strange agent to interes 
a man in business insurance where # 
man might have discussed his 
insurance only with 
business. 


It is thers. 
Personal 
a personal friend 


| Easier to Get More 


the obstacles to be met, but it is well for | 


attention so that he may fortify himself | 


Letters of Introduction 


It is also easier to obtain letter » 

. oe | 
recommendation where business jggy 
ance has been placed recommending th 


| agent to business friends for busings 


insurance, than it is to obtain Similgy 


| recommendation for personal INSurange 


In physics there is a law known as | 


pensation also to resist and offset these | 


obstacles; there are aids in the writing 
of business insurance as well as 
stacles. 


personal expenses, and the amount of 
the premium for business insurance 
never seems as large as the same pre- 
mium would seem applied to personal in- 
surance. Men think in larger figures in 
connection with their business than they 
do for their personal affairs. Therefore, 
insurance is bought in larger amounts 
for business. 

Then there is the belief that the abil- 
ity to command credit is due to a very 
great extent to the financial strength of 
one man and the fear that his death 
| would interrupt the credit. 

Then, again, men talk among them- 


KENTUCKY WASHINGTON, D. C. 


file and use it for that purpose. 


equipped to take care of such business. 







Dubuque, Iowa 


WE WANT 


GOOD MEN 


ob- | 
For instance, business expenses 
are thought of in larger amounts than | 








And wondered where you could broker 
We are adequately 


VICTORY LIFE INSURANCE COMPANY 


HOME OFFICE: OVERTON BUILDING 3621 South State Street, Chicago 


I. J. JOSEPH, V. Pres. & Gen’! Mgr, 


Universal Life Insurance Company 


In corporations where the officers al 
principal stockholders are men oj grea 
wealth, but with their principal ets, 
invested in the business, the paymey 
of the inheritance tax on such an est» 
might have to be met out of the fyi 
he has invested in the business 7, 
payment of these taxes might strain ; 
company’s available funds, particylg 
if the taxes became payable at a tin. 
when the company’s credit was being 
used to its limit. Often, by emphasizing 
the advantage to the individual of + 
opportunity of taking over the polici« 
originally issued as business insurane 
at the earlier ages, when the business 
longer needs protection, you can bring 
an objecting partner to your wa) 
thinking. It is not unusual that if 
firmly convince one of the controlling 
minds in the business of the advisabili 
of your proposition, he will be of gre 
assistance to you by selling your prop. 
osition to the others. 








MARYLAND NEW JERSEY 








CHAS. E. WARD, Sec’y. 

















OVER FOUR HUNDRED MILLION INSURANCE IN FORCE. 


THE WESTERN AND SOUTHERN HAS MORE THAN DOUBLED ITS AMOUNT 
’ OF INSURANCE IN FORCE DURING THE LAST FIVE YEARS. 


AMBITIOUS, FORWARD LOOKING MEN, WHO ARE CONSIDERING THE LIFE 
INSURANCE PROFESSION AS A CAREER, ARE INVITED TO GET IN TOUCH 
WITH THIS FAST GROWING LIFE INSURANCE GIANT. 


CALL AT OUR NEAREST DISTRICT OFFICE OR WRITE TO 


The Western and Southern Life Insurance Company 


HOME OFFICE: CINCINNATI, OHIO 


W. J. Williams, President 
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